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West Coast Lumbermen’s Association coordinated this Farm-in-a-Day project. 


IN THIS ISSUE: Self-service super mart . . . 20-second estimating .. . Easy posting aids collections . . . Farm-in-a- 
day ... It's not too late for summer-cooling sales . . . Construction outlook bright . . . 33 units sold at open house 
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(i CABINET LOCKS and PADLOCKS! 


You'll sell more Cabinet Locks, Padlocks and Night Latches 
when you stock and display the famous Corbin line. The big 
reason, of course, is the Corbin mame . . . the huge reservoir of 
good will and acceptance that has been built up through dec- 
ades of quality leadership. In addition... 


Hard-selling Corbin National Advertising 
is constantly at work for you! 


Corbin products are pre-sold to millions of home-craftsmen 
readers of Popular Mechanics, Popular Science and Mechanix 
Illustrated. These craftsmen are your most responsive type of cus- 
tomer. So... tie in with Corbin! Order Corbin Cabinet Locks, 
Padlocks and Night Latches NOW! Then .. . display them. 
They'll sell . . . fast! 
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Be sure of faster turnover ... with CORBIN 
CORBIN CABINET LOCK Division 


The American Hardware Corporation 
New Britain, Connecticut, U.S.A. 
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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 


merchandising-minded journalism and service toward these ends. The 
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WASHINGTON REPORT. 





Lower Down-Payments Coming? The government, 
possibly this fall, may make a hefty cut in the 
required cash-down payments on houses. It’s 
like this: Congress put one of those “if and as” 
provisions in the new law; to the effect that, 
if the number of housing starts, measured on a 
seasonally-adjusted basis, falls below the an- 
nual rate of 1,200,000 for three consecutive 
months, then the President must relax the 
down-payment rules. The maximum down-pay- 
ment would then be five ner cent. 


High Rates Still Possible. This five-per cent thing 
seems to be just a starting point in a handicap 
race. We’re told if this relaxation is duly made, 
and if you try to buy a house costing more than 
$7,000, one decorated with a mortgage guaran- 
teed by the FHA, then that agency may stick 
you with a down payment of more than five 
per cent. And if you shop around for a mort- 
gage that isn’t guaranteed by the FHA, and if 
the house you’re buying is in the upper cost 
brackets of Regulation X as it now stands, the 
private lender is pretty apt to ask for a down 
payment of 30 per cent or more. That wouldn’t 
be written into law; but it would be free-mar- 
ket practices. 


Politics Enters the Picture. The abatement of the 


regulation, even under the limiting exceptions, | 


to a maximum down-payment requirement of 
five per cent would look pretty ridiculous. It 
wouldn’t mean anything as a practical control 
measure; would just be something to keep the 
franchise so that if things went haywire again 
the down-payment requirements could be 
raised. Maybe relaxing the regulation along in 
the fall would be good political medicine. Don’t 
forget that the Administration can relax Regu- 
lation X or send it to the cannery without wait- 
ing any three months for the statistical reports 
on housing starts. 


Estimates Difficult. Government statisticians 
haven’t yet fixed up a working formula for that 
seasonally-adjusted stuff. Usually, more houses 
are built in July, August and September than 
in January, February and March. The law 
speaks of an annual rate of 1,200,000; a 
monthly average of 100,000. Picking some fig- 
ures out of the air, let’s suppose that January, 
February and March weighed in with a total of 
240,000 residence units; while July, August and 
September knocked off 360,000. That would 
add up to 600,000 for those six months; which 
would be at the rate of 1,200,000 a year. Would 
it be a workable formula for seasonable adjust- 
ment to say that the seventh, eighth and ninth 
month must average 120,000 starts, each, to 
meet the requirement in the law, while the first, 
second and third could qualify with 80,000 each? 
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Death of X First Reported. A bit of snafu de- 
veloped when this bill was passed in the early 
morning hours of an extended and weary legis- 
lative day. The news hands, standing watch at 
the time, reported the legislative facts cor- 
rectly; but the story, it seems, got garbled in 
transmission, and most newspapers reported 
that Regulation X was to be junked on July 1. 
But not so. 


Home Building Rallies. Private construction for 
the first six months of the year fell a little be- 
low the figures for the same months of last year. 
Residence construction for the first half of ’52 
is some seven or eight per cent lower than for 
the first half of ’51; but it’s now picking up 
speed. In fact the second quarter of ’52 was 
about the same as the second quarter of ’51. 
Reports from a good many parts of the country 
indicate that house repair, remodeling and gen- 
eral improvement are showing marked _ in- 
creases. 


Construction Booms. Construction as a whole— 
light, heavy, private, and public—came across 
with a record for the first six months; $14,900,- 
000,000. Private construction, as mentioned 
above, is a little off. Public construction is 
something like a billion above last year; chiefly - 
for defense plants and military installations. 
The steel shortage, caused by strike-closed 
plants, is being felt in several lines of construc- 
tion; so restrictions on commercial and amuse- 
ment building will not be eased off as soon as 
expected. 


Rents to Skyrocket? Non-governmental analysts 
are beginning to worry over the situation when 
rent controls end September 30. During the past 
year rents have increased at twice the rate of 
food prices. The cost-of-living index is at, 
or close to, an all-time high. And when more 
than a third of the people in the United States 
come out from under the rent-control umbrella, 
so these business economists say, the rates 
naturally will rise and the cost of living will 
go to new record heights. 


Higher Rent effects. Two special worries, as the 
business economists see it: First, when the cost 
of living advances, especially now that it is at 
high levels to start with, buyer resistance tight- 
ens in most if not all fields of retailing. In fact 
this resistance seems now to be baffling nearly 
all retailers; and they dread to see it get still 
more full of fight. Second, increases in the scale 
of rents will mean further wage increases. How- 
ever, landlords say that because of rent con- 
trols the increase in their charges during the 
past six or seven years has been much smaller 
than the increase in any other item that figures 
in the cost of living. 
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The lock area of 43/4” x 24” assures ample space to 
install the lock no matter how the door is hung. One 
inch top or bottom trim may be taken without danger to 
saw travel or weakening of construction. Hardware may 
be installed from either side and door may be rotated 
for matching grain effect and positive door balance. 
You avoid installation troubles when you install Walled 
Lake Doors! 











Your Money Buys More . 
With a Walled Lake Door! 


Walled Lake volume production secures quality materials at 
quantity prices, cuts manhour costs per door. Walled Lake 
production control standardizes quality at uniform high levels. 
Walled Lake design and construction assures structural strength 
and durability. Panels are rigidly glued to core and frame struc- 
ture! Plywood panels are all-birch (or all-gum), guarding against 
warpage and delamination. Highly water resistant POLYVINYL 
RESIN GLUE is used on all interior doors . . . highly waterproof 
UREA FORMALDEHYDE GLUE on all exterior doors. The result is a 
better door and more of them for less money! 


®\ ALL WOOD CONSTRUCTION 


All-wood 7 ply construction safeguards you and your customer 





W, 
against inferior performance, dissatisfaction, replacements and re- Cine For 
pairs. You can install the Walled Lake door with the wood “ladder” AND wear 
core with confidence! bs rout 
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QUALITY BUILT FOR LASTING BEAUTY AND SATISFACTION SER 


. + YET PRICED SUBSTANTIALLY BELOW DOORS OF SIMILAR QUALITY 
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NEWS BRIEFS 


Modernization target 7 million homes. The National Retail 
Lumber Dealers Association believes that extensive modernization 
of the nation’s large old homes will be one of the most important 
developments of the next decade for our industry. They are point- 
ing out that at least 7 million homes are already 50 years old or 
older and that another 6 million will reach that age in 1962. 


* * * 


Conversion to small apartments. The NRLDA feels that a 
high percentage of those renovated will be subdivided into 2 or 
more dwelling units, where zoning regulations permit. The asso- 
ciation says that modernization of large homes will be speeded up 
because they have become too costly to heat and they lack the com- 
forts and conveniences found in newly built homes. 


* * * 


2 Billion in wiring alone. New York electrical contractors at- 
tending their annual convention were told recently by a General 
Electric executive that “there is a $2 billion dollar backlog in the 
home wiring modernization field.”” The GE spokesman said that 
the home which is not adequately wired will never be able to use 
anywhere near the full complement of electrical equipment now 
available. Unless modernization of older homes is successfully 
promoted all manufacturers of electrical appliances will face a 
gradually throttled market. 

k * * 

VA Loan slowdown. The lower level of VA mortgage loans 
is continuing. During May the approved loans were less than 
22,000, the lowest figure in many, many years. The trend is ex- 
pected to continue, but probably not much lower than the May 
figure. Even a minor change in VA interest rates would improve 
the picture but in spite of growing pressure the agency continues 
to insist on the present rates. 


= o * 


Copper off critical list. The steel supply is gradually becom- 
ing more serious but another major bottleneck is nearly broken. 
Copper and copper base products are becoming more plentiful be- 
cause a recent order by the government permits U. S. importers 
to buy at going prices on the world market. This explains the 
easing provisions affecting the use of the metal in building by the 
NPA. Home builders now are allowed to self-certify up to 250 


pounds per dwelling. 
- * os 


Speaking of steel. The steel strike has had little impact on 
home building but another two or three weeks might be another 
story. The only move so far by the NPA has been to postpone the 
lifting of restrictions on steel for so-called “frivolous” building— 
bowling alleys, etc. It’s no secret that the orders are prepared for 
a complete “blackout” on steel for building if the strike continues. 

* * * 


Trends in Lumber. Late figures supplied by the Ninth Federal 
Reserve District, which includes Minnesota, Iowa and other mid- 
western states is definitely encouraging. Retail lumber sales, in 
board feet, jumped 47 per cent in May over April. May sales were 
actually 2 per cent above the same month in 1951. Sales for all 
building materials were up sharply. Retail sales climbed 40 per 
cent over April and were 1 per cent ahead of May, 1951. 


* * * 


New OPS orders. It’s hard to believe but the Office of Price 
Stabilization is now preparing a raft of new tailored price regula- 
tions for the bedeviled building industry. First to come will be a 
dandy on fabricated steel products to be followed by one on ma- 
sonry materials, such as structural clay products, clay drain tile, 
ete. Others are in the works on hardwood flooring, gypsum prod- 
ucts and cement. 
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Fork lift trucks speeded materials for 
the Farm-in-a-Day project at Moses 
Lake, Wash. Western Retail Lumber- 
mens Association played an important 
role in this promotion gaining good- 
will for the entire building materials 
industry. Turn to page 54. 


Truman Signs 
Housing Bill 


- 


President Truman has signed 
an act opening the way for the 
government to boost its opera- 
tions in financing home mort- 
gages. 

The new law puts up $1,- 
395,000,000 for the purchase of 
federally guaranteed home 
mortgages. It also provides ad- 
ditional mortgage insurance 
under the Federal Housing Ad- 
ministration (FHA) and vet- 
erans housing plans. 


The program includes an ad- 
ditional $900 million of pur- 
chasing power for the Federal 
National Mortgage Association, 
a government owned corpora- 
tion which buys mortgages from 
lending institutions and thus 
establishes a secondary mort- 
gage market for private home 
builders. 


T he association — popularly 
known as “Fannie May” be- 
cause of its initials—has now 
been given $3,650,000,000 of pur- 
chasing authority since it was 
set up. 

The act also gives the FHA 
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an additional $400 million of 
home insurance authorization, 
an additional $50 million for 
housing in critical defense 
areas, $40 million for com- 
munity facilities and _ service 
and $5 million for housing loans 
in Alaska. 

Under the new law, savings 
and loan associations will be 
permitted to purchase mort- 
gages on property more than 50 
miles from their offices. 


US May Ask 
Building Power 


Government mobilization plan- 
ners are talking again of asking 
Congress for authority to build 
industrial plants. 

This was disclosed by John R. 
Steelman, Acting Director of De- 
fense Mobilization, in a quarter- 
ly report to President Truman. 

Mr. Steelman said the ques- 
tion of legislative authority for 
Government plant construction 
may have to be presented to 
Congress if “private concerns 
cannot undertake the full 
amount of vital expansion pro- 
grams—particularly the reserve 
capacity which may have to be 
created as part of the mobiliza- 
tion base.” 

Congress rebuffed an Admin- 
istration request for plant con- 
struction power when President 
Truman sent his original De- 
fense Production Act recom- 
mendations to the Legislature in 
the summer of 1950. 

Mr. Steelman also said legisla- 
tion may be required to assure 
that all of the productive capac- 
ity created by the post-Korea ex- 
pansion programs is maintained 
in “readiness.” He said there’s 
no assurance now that the addi- 
tion of new capacity won’t be off- 
set by the scrapping of other ca- 
pacity already in existence. 


June Building 
Up $206 Million 


Expenditures for all new con- 
struction last month totaled $2.9 
billion, an increase of $206 mil- 
lion over May and $17 million 
over June, 1951. 

Residential Work Up— The 
BLS-Commerce figures showed 
that expenditures for all private 
construction totaled $1.9 billion 
during last month. Of this total, 
residential construction account- 
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ed for $965 million, and non- 
residential $403 million. Biggest 
increase from May to June was 
in residential construction 
which rose $47 million in that 
period. 

In releasing the monthly fig- 
ures on all types of public and 
private construction expendi- 
tures, the Bureau of Labor Sta- 
tistics and the Dept. of Com- 
merce reported that all new con- 
struction for the first six months 
of this year totaled $14.9 billion, 
which represents an increase of 
4.2 per cent over the same period 
last year. 

In noting the figures for the 
first six months of this year and 
1951, BLS-Commerce pointed 
out that total private construc- 
tion for the six months of 1952 
declined 3 per cent over the same 
period last year. Total public 
construction, however, rose 25 
per cent from $3.9 billion in the 
six months of 1951 to $4.9 billion 
in the same period of this year. 


Credit Controls 
Will Stand 


No change will be made in real 
estate credit controls fixing mini- 
mum cash down payments on 
houses, the two Federal agencies 
administering the controls an- 
nounced. 

The announcement followed 
quickly upon President Truman’s 
signing of the Defense Produc- 
tion Act amendment of 1952, 
which contains some provisions 
on real estate credit controls. 

The Federal Reserve Board 
and the Housing and Home Fi- 
nance Agency, administering the 
controls, issued a joint statement 
saying: 

“The board of governors of the 
Federal Reserve System and the 
administrator of the Housing 
and Home Finance Agency an- 
nounced today that there is no 
present change in Regulation X 
and companion real estate credit 
regulations resulting from pas- 
sage of the Defense Production 
Act amendments of 1952. The 
board and the administrator 
pointed out the statement of the 
conference managers on the bill 
that the amendments affecting 

Regulation X are prospective and 
that the procedures looking to 
the possible subsequent relaxa- 
tion of the regulations did not 
begin to operate until the effec- 
in date of the act July 1, 
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NAHB Urges Truman 
To End Regulation X 


“It is now up to President Tru- 
man as to whether home buyers 
must pay large or small cash 
down payments.” 

That was the way the National 
Association of Home Builders 
summed up the extension by 
Congress of the Defense Produc- 
tion Act. 

Alan E. Brockbank, of Salt 
Lake City, NAHB President, 
said President Truman could 
make a lot of home-hunters 
happy by taking off Regulation 
X, under powers already given 
him by Congress. 

“T hope the President has a 
ready answer for those thov- 
sands of veterans, low income 
families and defense workers 
who need housing desperately 
but can’t buy solely because of 
Regulation X,’”’ Brockbank said. 

“This legislative fiasco means 
simply that home buyers have 
been double-crossed, in my opin- 
ion.” 

Brockbank pointed out that 
veterans groups, labor organiza- 
tions and the building industry 
had petitioned Congress to re- 
move the credit curb entirely. He 
called Regulation X “the great- 
est obstacle to home ownership 
ever faced by prospective home 
buyers.” 

The building executive said 
the question of adequate housing 
for Americans is now squarely 
in the lap of the President and 
his housing aides. “They can 
turn the housing valve on or off. 

“It is our hope that he will im- 
mediately take off all credit con- 
trols over buyers and let the in- 
dustry get on with the job of 
building homes for families that 
need them,” he declared. 


New Ceilings for 
Softwood Plywood 


The Office of Price Stabiliza- 
tion has announced dollars-and- 
cents ceiling prices on direct mill 
sales of most standard grades 
and sizes of softwood plywood 
faced with hardwood produced 
west of the Rocky Mountains. 

The ceilings are spelled out in 
Ceiling Price Regulation 153, ef- 
fective June 30, for softwood 
plywood faced with birch, maple, 
white oak, walnut and African 
mahogany, at approximately cur- 
rent market levels. 
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said | “ New deep-grain texture! 
using \~ New color harmony! 
arely \“ Same lifetime durability! 


' per i Same low price! 
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Il im- CHROMA-TEX SIDING SHINGLES have a deep, omd- eX 
naiural-looking ‘texture. Color is two-toned—dark in 


, con- : " i 
ie in- the valleys, light on the ridges—for a pleasing new 


sb of kind of decorating effect that lends itself perfectly to % I be I a G Ss H I WN G L E a 
; that modern color-planning ideas for exteriors. Like all 
Asbestone products, Chroma-Tex Siding Shingles are 
rock-like in their ruggedness—fireproof, weatherproof, 
rot-proof, termiteproof. Made of asbestos-cement, 


they need no painting, no preservative treatment, no 
maintenance of any kind. 





COLORS: Twilight Gray . Poplar Green . Pheasant Brown 
Dusty Coral ~ Mellow Ivory 


ASBESTONE CORPORATION 


: 5391 Tchoupitoulas St., New Orleans 15, La. 
Put more color, more style, more SELL into i ceelia 


iliza- every home you build —at no increase in 
-and- cost. 
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CHROMA-TEX Siding Shingles. 


wood the costliest sidings on the market — for the 
luced same price as regular asbestos shingles. FIRM NAME 


ee am Use any of 5 appealing CHROMA-TEX col- STREET & NO. | 
3, ef- 
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en ASBESTONE — Rugged as the rock it’s made from 
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(cur fF Roofing & Siding Shingles Wallboard Corrugated Roofing & Siding 


ors to style exteriors with true “decorator 
me id een ng ag nah ee lala a 
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The regulation fixes new ceil- 
ings for softwood plywood faced 
with Philippine mahogany 14 per 
cent higher than prices prevail- 
ing from May 24 to June 24, 
1950. Each seller determines his 
own individual ceilings on this 
type of plywood based on his 
f.o.b. mill price during that 
period. 

The regulation also makes pro- 
vision for special grades. 













Strike Puts Off 
Steel Decontrol 


Government plans to decontrol 
steel have been shelved for at 
least a year because of the 
month-old CIO strike. 

Defense Production Adminis- 
trator Henry H. Fowler says that 
steel decontrol is “out the win- 
dow in this fiscal year.” 

He gave reporters this predic- 
tion as the Defense Production 
Administration made public 
fourth-quarter copper and alumi- 
num allotments under the Con- 
trolled Materials Plan at about 
the same levels as the revised 
third-quarter allotments. 

Mr. Fowler also confirmed of- 
ficially that no fourth-quarter 
steel allotments will be issued 
until after the strike ends, and 
that for the time being advance 
steel allotments averaging about 
80 per cent of the third-quarter 
allotments will stand. A decision 
on whether to make adjustments 
will be reached after the strike 
ends. 

Mr. Fowler’s decontrol state- 
ment came as a surprise since 
progressive steel decontrol had 
been scheduled tentatively for 
the last half of this year before 
the strike was called. Officials 
earlier had estimated that decon- 
trol plans had been set back 
about six months by production 
losses in June. 











































CCC Extends Loans 
For Storage Buildings 


Extension of the Commodity 
Credit Corporation program pro- 
viding loans to farmer to finance 
the construction or purchase of 
new farm storage facilities for 
grains and other storable crops 
was announced recently by the 
U.S. Department of Agriculture. 

The original loan program, ini- 
tiated in June, 1949, and sched- 
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uled to expire June 30, 1951, was 
extended through June 30, 1952, 
and is now further extended 
through June 30, 1953. As of 
May 30, 1952, a total of 29,898 
loans of approximately $34,357,- 
000 had been approved for farm 
storage structures having an ag- 
gregate capacity of over 122,- 
000,000 bushels. 

The Department also announc- 
ed that beginning July 1, 1952, 
the loans will be available up to 
80 per cent (previously 85 per 
cent) of the cost of the structure, 
to any owner-operator, tenant, 
landlord or partnership of pro- 
ducers wishing to erect a facility 
which will meet requirements 
for eligible storage under the 
price support program. 


THE LUMBER MARKET 


Tacoma 


The week saw advent of the 


first really serious forest fire 
threat in western Washington. 
However, officials moved swiftly 
to meet the emergency and no 
fires of consequence were report- 
ed. To meet the emergency, log- 
ging operations were shut down 
completely in two western Wash- 
ington counties and in parts of 
three others and loggers went on 
“hoot owl’ shifts in several other 
areas. 


State officials reported the log- 


ging ban was put in effect in 
Clark and Skamania counties 
and in western Clallam and Jef- 
ferson and eastern Cowlitz coun- 
ties. Hoot owl shifts ending at 


noon daily were invoked in 
Grays Harbor, Mason, Pacific, 
Wahkiakum, Kitsap, eastern 
Clallam and Jefferson and west- 
ern Cowlitz counties. 

Officials said the weather, with 
temperatures up to 90 degrees 
and humidity down to 20, incres- 
ed the fire hazards. Probably »e- 
cause of the fear that there 
might be a shortage if the situa- 
tion continues for any extended 
period of time, there has been 
no lessening in the demand for 
logs and mills for the most part 
are cutting steadily. Business in 
general, however, is somewhat 
spotty. 

The market has been bolstered 
some by long anticipated defense 
buying and this has been a 
steadying influence. Construc- 
tion generally in this area is go- 
ing ahead in good volume, due 
both to the weather and defense 
activities. 


Seattle 


The 10 day industry wide 
strike of Coastal British Colum- 
bia woods workers is credited 
with holding the market in this 
area and in the case of shingles 
and cedar siding, of firming 
prices. Siding has advanced 
from 5 to 15 dollars in principal 
items. Scarcity of No. 1 shin- 
gles has firmed this grade. 

Demand for fir and hemlock is 
fair. Studs firmed considerably 
but are now tapering off. Dimen- 
sion is unchanged. 

The Atlantic coast is having 
the most difficulty getting lum- 
ber. The British Columbia strike 

























| Wages of Unskilled Building Workers 

















Average Rate of Unskilled Building Workers 
by Years, 1915-1952 
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| Western American ports 











in Canada and the ship strike at 
re- 
stricts this area on water ship- 
ments. 

Aecumulation of shed stocks 
has resulted in some sales at 
lower prices than commonly 
asked. Good assortments sold 
readily. Buyers are cautious and 
most purchases are hand to 
mouth. Prices is not the first 
consideration. 

Mill stocks are described as 
good on odds and ends but low 
in standard items. July 4th shut- 
downs and closures due to fire 
weather and strikes have cut 
production. Settlement of the 
C.I.0. strike has had little im- 
mediate effect on the market. 

July 4th shutdowns ran from 
week ends to two weeks but over- 
all closures are believed less in 
time lost than usual. Many mills 
staved down for vacations. 


Kansas City 


The Southwestern lumber mar- 
ket showed signs of reawakening 
and more inquiries were noted 
for common lumber in the last 
ten days. Giving strength to the 
market was the report that the 
government, at the Atlanta auc- 
tion paid from $2 to $3 a thou- 
sand more for supplies than at 
the previous auction. The pur- 
chase of about 60 million feet by 
the government already has been 
reflected in a tightness in some 
mills. 

Wills have not been producing 
too far in advance of what ap- 
pears to be the market outlet and 
inventories are not heavy. Re- 
tailers also are buying only 
against nearby needs and this 
has created a hand-to-mouth 
buying situation. With price 
ceilings known and lists still un- 
der them in most instances, re- 
tailers are in no hurry to stock 
up their bins. 

Retailers generally are letting 
the mills carry the inventory for 
them. When orders are placed 
With mills usually immediate 
shipment is demanded and this 
can be seen by the request for 
tracers that usually go out short- 
ly after an order has been placed. 

Prices of lumber on the east 
side of the Mississippi river have 
stiffened about $2 to $3 a thou- 
sand in the last few weeks, part- 
ly due to a shortage of dry stock 
In that area. Little change has 
taken place on the west side of 
the river. 
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Lumber Nationally 


Lumber shipments of 459 mills 
reporting to the National Lum- 
ber Trade Barometer were 9.7 
percent above production for the 
week ending July 5, 1952. In the 
same week new orders of these 
mills were 30.1 percent above 
production. Unfilled orders of 
the reporting mills amounted to 
40 percent of stocks. For the re- 
porting softwood mills, unfilled 
orders were equivalent to 22 
days’ production at the current 
rate, and gross stocks were equiv- 
alent to 50 days’ production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 16.3 percent above; ship- 
ments were 22.9 percent above; 
new orders were 37.4 percent 
above. Compared to the corre- 
sponding week in 1951, produc- 
tion of reporting mills was 36.2 
percent above; shipments were 
41.1 percent above; and new or- 
ders were 26.0 percent above. 


Western Pine 


Production of Western Pine 
and Associated Woods by the 102 
mills reporting to the Western 
Pine Association for the week 
ending July 5, 1952, amounted 
to 41,812,000 feet as compared 
with 67,416,000 feet the previous 
week and 31,545,000 feet a year 
ago. The total for this year to 
date is estimated at 1,372,415,- 
000 feet, or about 12 per cent 
under last year’s figure for the 
same period. Orders for the week 
totalled 49,067,000 feet, about 
the same as last year’s 50,826,- 
000 feet during a holiday week. 
Shipments were 41,002,000 feet 
well above 34,130,000 feet for 
the corresponding period in 
1952. 


Southern Pine 


Shipments of Southern Pine 
by the 105 mills reporting to the 
Southern Pine Association for 
the week ending July 5, 1952, 
amounted to 14,619,000 feet, 1.58 
per cent above production. Or- 
ders for the week ran to 14,619,- 
000 feet, 16.80 per cent below the 
three year average. Unfilled or- 
ders totalled 43,620,000 feet, a 
.57 per cent increase over the 
previous week. 


spECIFIED 


Quick Shipment 


in DOUGLAS FIR 





High speed equipment gives 
smooth manufacture. Our crew 


works with our management to 
give you extra fast service. 






ee 


Fast shipment for the exact 
lengths and widths you need in 
standard green Douglas Fir. No 
“cats and dogs” leftover to run 
away with your profit. Air-King’s 
quick service cuts your inventory 
— increases your turnover and 
your profit. 


SPECIFIED 
LENGTHS 
GRADE 
STAMPED 





Shipped fast and on 
time! Let us demon- 
strate. 








Tigard, Oregon 
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The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr. Cc D 

BBG dcccvcsevevs 155.00 150.00 105.00 
Flat Grain Flooring 

BEE keewevenesiens 130.00 125.00 93.00 

See Kesaewtawews 155.00 150.00 105.00 
Drop Siding 

1x6 (Pat. #106).150.00 145.00 110.00 

1x6 (Pat. #116).155.00 145.00 105.00 
Ceiling 

ere 125.00 123.00 80.00 

Se cteonenees 115-125 120.00 80.00 


Boards and Shiplap and 2” (Green) 


1x6 1x8 1x10 1x12 

eS eee 69.00 72.00 70.00 77.00 
SS eer 64.00 63.00 62.00 70.00 
(3 Peer 54.00 57.00 54.00 62.00 

No. 1 Dimension 

12’ 1 16’ 18’ 20’ 

2x 4 82.00 82.00 86.00 82.00 82.00 
2x 6 81.00 81.00 82.00 86.00 86.00 
2x 8 81.00 81.00 81.00 82.00 82.00 


2x10 81.00 81.00 81.00 82.00 82.00 
2x12 81.00 81.00 81.00 83.00 83.00 
No. 2 Dimension 


2x 4 75.00 75.00 78.00 77.00 77.00 
2x 6 76.00 73.00 77.00 75.00 79.00 
2s 2 76.00 76.00 76.00 76.00 75.00 


2x10 76.00 76.00 76.00 76.00 76.00 

2x12 76.00 76.00 76.00 76.00 76.00 
No. 3 Dimension R/L Only 

ox 4 





(Add 10-15 dollars for dry lumber.) 





RED CEDAR SHINGLES 


Royals 
No. 1 24” 4/2 12.25 
No. 2 24” 4/2 8.00 
No. 3 24” 4/2 5.50 
Perfections 
No. 1 Dk ag 5/2%4 10.00 
No. 2 aD 5/2%4 5.40 
No. 3 18” 5/2%4 4.00 
XXXXX 
No. 1 16” 5/2 9.00 
No. 2 16” 5/2 5.25 
No. 3 so 5/2 3.50-3.75 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 16’ are: 


Beveled. Siding, % Inch 


Clear wee! sd ad 
2x4 TROD. 2sdde0 90.00 85.00 55.00 
3eEZO EMER ..cces 100.00 95.00 65.00 
%,x6 inch ...... 110.00 105.00 80.00 
1% x8 OS eee 135.00 130.00 105.00 
Clear Bungalow Siding, % Inch 
SS. ae 165.00 155.00 120.00 
ae) eee 190.00 180.00 150.00 
ee ee 195.00 185.00 155.00 
Finish B and Btr, S2 or 4S, 
6’ to 16’ or Rough 
BM rin oor Oop har cas wae aha Rt eae 215.00 
IEE “G4: arth ba edhe wide ne diesel araenaaaeee 215.00 
de tania coca sacha ania pelea aioe er aaa 225.00 
Ceiling or Flooring, B and Btr, 9-16’ 
B&Btr. c D 
OS a rr 105.00 100.00 90.00 
Be a Gaon ace 120.00 115.00 95.00 


Discount on mouldings 620’ -20’ odd 
lengths. 


Series 8,000 z 
Listing under 4.00—list plus 35 per 
cent. 
Listing 4.00 and over—list plus 35 
per cent. 


Clear Lattice, 5-16”, 6-16’ 

100 Lin, Ft. 
fo are evr eT eer 1.50 
NEE. Vers caeacceesarwbaroes ences 1.75 
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WESTERN PINES 


Ponderosa Pine 


5/4 RW 
Selects and 
S2 or 48 4/4 RW 6/4 RW 8/4 RW 
C&Btr RL ...255.00 260.00 275.00 
Shop, S28 No. 1 No. 2 
Se a erepsr ns eae 150.00 120.00 
MEY Sorat min aceiabevgiate weacaumete --150.00 120.00 
Commons 2&Rtr. No. 3 No 4 
S2 or 48 RW 195 RW78 RW 67 
oe ee 128.00 90.00 72.00 
SUES Tks Gov eses 124.00 ° 88.00 70.00 
Idaho White Pine 
Selects 
S2 or 48 1x4 1x6 1x8 5/64 
C&Btr. RL 250.00 265.00 270.00 265.00 
ee sews 205.00 225.00 230.00 235.00 
Commons, 82 or 48 No. 1 No. 2 No. 3 
De: Sarwalaeaceaiee 47.00 140.00 100.00 
BREE sevacemesuc 147.00 141.00 100.00 
Sugar Pine 
Selects 
S2 or 48 4/4 RW 5/4 RW 6/4 RW 
B&Btr. RL ..270.00 280.00 290.00 
CS Webs accesses 265.00 275.00 285.00 
Dr Mein ee neee 235.00 245.00 255.00 
Shop, S28 No. 1 No. 2 No. 3 
pigbarar axe wigs 160.00 130.00 85.00 
a RRP RRR ee eC 160.00 130.00 85.00 
We wskesecese 160.00 130.00 85.00 





OAK FLOORING 


Clear PIn 38x2% 48x1% %x2 %xl\& 
White ..188.00 165.00 177.00 162.00 
Red ....197.00 172.00 177.00 162.00 

Sel Plain 
White ..168.00 14 
Red ....177.00 15 


167.00 


00 15 
00 167.00 15 


ror 
mon 


-00 
00 


#1 Com Pin 


White & 

Red ...-.140.00 113.00 125.00 115.00 
+2 Com Pin 

White & 

Red .... 75.00 53.00 
+1Com & 

Btr Shorts 


RE voc dOGO0 80.00 97.00 97.00 


82.00 77.00 





SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. S D 
DE ddisacmeowaee 175.00 165.00 145.00 
Flat Grain Flooring 
BME “scene cwesaws 160.00 150.00 110.00 
eer --190.00 180.00 140.00 


Drop Siding 
1x6 (Pat. #106).190.00 180.00 1 
1x6 (Pat. #116).190.00 180.00 1 
Boards & Shiplap 
B 1x6 1x8 1x10 1x12 
No. 1 ...130.00 130.00 135.00 150.00 
No. 2... 80.00 85.00 85.00 90.00 
No. 3 ... 70.00 78.00 78.00 83.00 
No, 1 Dimension 
12° 14’ 16’ 18’ 20’ 
2x 4 91.00 92.00 94.00 104.00 104.00 
2x 6 87.00 87.00 88.00 98.00 98.00 
2x 8 90.00 90.00 92.00 98.00 100.00 
2x10 100.00 101.00 101.00 109.00 112.00 
2x12 106.00 106.00 106.00 117.00 122.00 
No, 2 Dimension 


2x12 84.00 85.00 85.00 91.00 93.00 
~~ 3 -~ ee R/L Only 


to 
aia) 

00 Oo mm 
or 
o- 
o< 
—) 


2x12 65.00 °... 


seer seer eeee 


REDWOOD 


Bevel Siding 


%x 4 V.G. Clear All Heart....... 90.00 
%x 6 V.G. Clear All Heart.......117@ 
%x 8 V.G. Clear All Heart.......130.00 
54x 6 V. G. Clear All Heart....... 117.00 
5gx 8 V.G. Clear All Heart.......136.00 
54x10 V.G. Clear All Heart....... 153.00 
%x 6 V.G. Clear All Heart...... - 164.00 
4x 8 V.G. Clear All Heart... 194.00 
%,x10 V.G. Clear All Heart....... 207.00 
%x12 V.G. Clear All Heart...... - 211.00 


Note: A grade V.G. Redwood Siding 
approx. $4.00 less for % and % in 
above sizes. $5.00 less for % inch in 
above sizes. 


Anzac Siding 
1x10 V.G. Clear All Heart.......240.00 


ixi3? V.G.. Clear All PHeart...26s«% 255.00 
Note: Deduct $8.00 for A Grade. 
Finish 


1 Inch Clear All Heart Flat 
Grain Redwood Finish S848 


G FG WIR. <cswc cecsisccees 145.00 
& GOR WiGtiscsccccsccecccceon 185.00 
GC PRED Wc cicececsccious 165.00 
S SOR Ws cs cecwcceseveds . 200.00 
TO GOOD “WHEE oa cccescnvevocen 211.00 
22 WGN WIccccccccvesavs - 226.00 


Note: A grade $10.00 less in above 
widths. 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. C D 
BRE. Gecesuensas 150.00 140.00 100.00 
Flat Grain Flooring 
BEE VV coeevenoeee 135.00 125.00 93.00 
BD. 666648408 u en 155.00 150.00 100.00 


Drop Siding 


1x6 (Pat. #106).145.00 135.00 105.00 
1x6 (Pat. #116).145.00 140.00 105.00 


Ceiling 
EMIE ~rivtemeaeu ea 105.00 100.00 70.00 
WE gcc cneratals 110-120 105-115 90.00 


Boards and Shiplap and 

2” (Dry) 
1x4 1x8 1x10 1x12 
82.00 84.00 84.00 84.00 
T7900 79.00 79.00 79.00 
66.00 68.00 68.00 68.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 


No. 2 Dimension 
2x 4 88.00 88.00 91.00 91.00 91.00 
2x 6 88.00 88.00 88.00 93.00 93.00 
2x 8 90.00 88.00 88.00 88.00 93.00 
2x10 88.00 90.00 88.00 88.00 93.00 
2x12 88.00 88.00 88.00 88.00 93.00 
2x 4 87.00 87.00 89.00 88.00 88.00 
2x 6 86.00 86.00 87.00 88.00 88.00 
zyx 8 88.00 83.00 84.00 84.00 84.00 
2x10 83.00 83.00 83.00 83.00 83.00 
2x12 81.00 81.00 81.00 81.00 81.00 


ZAZ 
o'o'9 
wre 


2  - «saranev eee eeeo ewe wees ooo e6Se 
Be es aicare, oHiytd eles ee wacetaacions «00 6 OO.ee 
Se eee re rere aT . 64.00 
SEE veccrescecesrns neeceree tees 63.00 
st nara aetmaraperer are arerarer ee tar . 2-63.00 





ENGELMANN SPRUCE 


Boards and Shiplap 


(dry) 1x6 1x8 1x10 1x12 
No. 2&Btr..112.00 112.00 114.00 120.00 
No. 3&Btr.. 83.00 84.00 84.00 85.00 


No. 1 Dimension 

12? 14’ 16’ 19° 20’ 

2x 4 83.00 83.00 83.00 89.00 89.00 

2x 6 80.50 80.50 80.50 80.50 80.50 

2x 8 80.50 80.50 80.50 84.50 84.50 
2x10 80.50 80.50 80.50 87.50 87 

2x12 83.50 83.50 83.50 87.50 87.50 


No. 2 Dimension 
2x 4 77.00 77.00 77. 7. 
2x 6 77.00 77.00 77.00 77.00 77. 
2x 8 77.00 77.00 77.00 77.00 77.00 
2x10 77.00 77.00 77.00 77.00 77. 
2x12 77.00 77.00 77.00 77.00 77.00 


(Boards graéed No. 1, 2, 3, at fiat 
price; no price ior straight No. 2. Mills 
do not grade out No. 3 dimension sepa- 
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i, was in 1927, peak year of the “Roaring Twenties,” when Kinzua Pine Mills Co. 
was organized, beginning 25 years of progress in the scientific processing of 


“Quality Guaranteed” Ponderosa Pine — years which have made the name, KINZUA, 
famous. 


Let’s just pause a minute and reminisce about what was happening while we were in 
our swaddling clothes. The world was at peace and Cal Coolidge was taking his 
afternoon siesta in the White House. Al Smith was inaugurated governor of New 
York for his fourth term. Lindberg flew to Paris. Mussolini was busy banning Boy 
Scout organizations in Italy. Walter Gifford talked with Secretary of Commerce 
Herbert Hoover and saw him on a TV screen. 


From the day when the first block of Kinzua timber was staked out, way back in 
1905, Kinzua has always been forward looking in its policies. Its basic timber sup- 
ply was chosen when the selection was good. When the Kinzua plant was laid out 
in 1927, experience and youth combined to produce one of the. first lumber mills, 
if not the first, ever built without a lumber yard. Kinzua was one of the first Pon- 


derosa Pine lumber mills, if not the first, to kiln dry 100% of its output direct from 
the saw. 





Since its start the Kinzua plant has operated almost continuously, with practically 
no loss of time. 


1927 


Kinzua made history in 1927 when its mill was 


1952 


Today Kinzua is better equipped than ever before 





built to kiln-dry, direct-from-the-saw, every foot of 
lumber produced, store it under roof and load it 
under cover. Kinzua’s is believed to be the first 
Ponderosa Pine mill ever built without a lumber 
yard — and to this day it has never had one. 
Kinzua made history in 1927 when it announced 
that every foot of Kinzua Pine would be sold 
“Quality Guaranteed.” In 25 years it has never 
departed from this policy. 


Kinzua made history in 1927 when it announced 
its intention of “closer utilization of the log.” The 
passing years have seen fulfillment of its policy, 
with almost continuous expansion of the Kinzua 
factory department which enables the company 
to get more value out of the log by utilization of 
the smaller pieces of clear material. This stock is 
made into productive items — small dimension, 
toy stock, furniture parts and luggage cut-stock. 


Always Kinzua has been quick to adopt new 
methods and refinements in manufacture which 
would enable it to deliver better products to its 
customers. 


to produce the finest Ponderosa Pine products 
that can be manufactured. It is well along toward 
its goal of permanent operation. Constantly it 
has been rounding out its plant facilities for per- 
manency, building its organization for perma- 
nency and handling its timberlands as a certified 
tree-farm for permanency. 


Every step that Kinzua has taken has been in the 
interest of its customers — to provide them with 
better products, through more efficient operation 
— to insure them continuance of supply of 


Kinzua’s well known “Quality Guaranteed” Pon- 
derosa Pine. 


The use of electronic gluing equipment in order 
to further its program of “closer utilization of the 
log” is symbolic of Kinzua’s progressive policies. 


Looking ahead, Kinzua expects to continue to 
keep pace with progress in its forest management 
and tree farm policies — to keep abreast of the 
latest manufacturing developments, to continue to 
perfect its equipment, methods and organization. 
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ORGANIZATION is planning for permanent operation 














Year by year, Kinzua has continued to adhere to its long-run policy of rounding out 
its timber supply — to provide a sufficient timber reserve for cyclical harvest and 
continuous replenishment — the first essential in permanent operation. 


Year by year, Kinzua has continued to keep its plant and equipment modern — 
adding to and improving its facilities as new and more modern developments have 
become practical. 


Year by year, Kinzua, realizing that an important factor in permanence of opera- 
tion is a trained organization to carry on, has continued to bring the young men in 
the organization forward — to provide continuity of policy, of knowledge and 
experience. | 


Throughout its 25 years of operation, Kinzua has had as its aim a permanent opera- 
tion to provide its customers with a continuous supply of Kinzua “Quality Guaran- 
teed” Ponderosa Pine Products — and today this vision is fast becoming a reality. 











Kinzua, a tree farm pioneer, operates one of the largest tree farms certified by the Western Pine 
Association. Here, the Kinzua forester is shown measuring one year’s growth on seedlings that have 
been planted by nature, part of Kinzua’s program of checking on the standing timber so that an 
estimate can be made on what the growth will be in the years ahead. 
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Kinzua’s initial timber supply was acquired back in 
1905. Additional acreage was acquired over a period 
of years — until in 1943 all of Kinzua’s extensive pri- 
vately-owned timberlands were officially designated as 
Certified Tree Farm Area by the Western Pine Associa- 
tion. Only the mature trees are harvested. Medium 
and younger trees are left for future growth and devel- 
opment — and future harvest under Kinzua’s sustained 
yield program. 
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Under the direction of Kinzua management, a long-term 
program of cyclical harvest of the acreage has been 
laid out. Kinzua’s objective in setting up this program 
is to have a self-perpetuating timber supply — which 
will furnish a continuous flow of saw-logs to the Kinzua 
sawmill — and enable Kinzua to have a permanent 
lumber-producing operation. As mature trees are re- 
moved, medium and younger trees, saplings and seed- 
lings receive more sun, air and moisture. Their growth 


is thus accelerated and the timber yield from the acre- 
age is increased. Kinzua’s Timberlands are under the 
supervision of an experienced graduate forester. 
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WESTERN PINE TREE FARMS 


Dedicated te Grewing Trees for Temerrew 


This Certifies that the forest lands of 
Kinzua Pine Mills fo. 
are being protected and managed upon a basis of sound forestry practices 


for the continuous production of commercial forest crops in accordance 
with approved standards. 


In recognition thereof, these lands are hereby designated a 
WESTERN PINE TREE FARM 4y the Western Pine Association, 


Certificate No_1_Irrued__Dtt. 15, 1943 ot Portland, Oregon 


F. Dag 


Crtainmaw, Forest Consenvation Commirreg 


SECRETARY-MANAGER 
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Residual stand immediately after selective logging, 


containing a 
minimum of 25°% of merchantable timber. 


WwW 


In order to reach its goal of a permanent operation, 
Kinzua follows a plan of selective logging. All its tim- 


berlands are operated as a giant tree farm. As mature 


a trees are harvested, seedlings and saplings receive 
KINZUA more sunlight, air and moisture. Result: in due course 
TREE FARM 


Kinzua has another crop of saw timber. 


Kinzua Pine Mills Co. 


¥ 





Signs like these are 
posted throughout the 
Kinzua Tree Farm area. 





At right: Kinzua Pine 
Trees Ready For Harvest. 
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The No. 1 problem of forest management is Fire. In protecting 
tens-of-thousands of acres of timberlands, the most important 
factors are rapid communication and the greatest possible 








er ee ila 


mobility of equipment and men. Pictured at the right is one 
of the Kinzua radio equipped mobile units. 


WwW 


2 right: Kinzua’s modern fleet of F-M 2 way radio equipped 
mobile units. 


3 right: Forest Patrol Plane—one of Kinzua’s radio equipped 
mobile units. At all times during fire weather, it is in constant 
communication with the central fire station and/or other 
mobile units. 





Ww 
ig a 
4 below left: Part of Kinzua’s elaborate forest protection 
equipment—tank truck with hose and pump. 
ion, 
. Ww 
rim- 
ure 5 below right: The Central F-M radio control station located 
jive at headquarters camp 5. Always on the alert and ready for 


emergencies. 
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At left: Typical of Kinzua’s modern woods methods is 
power falling and bucking—reducing manual labor and 
increasing output per man-hour. Note the low stump. It 
assures maximum usable footage from each tree harvested. 


Left center: Modern mobile prieumatic-tired loader speeds 
the truck loading job at Kinzua. Crew of three loads a 
32 ton truckload of cat-decked logs in a matter of minutes. 


Bottom left: Cat-drawn arch yarding Kinzua Pine Logs 
from stump to loading point. 


Below: View of a cut on part of the 60 miles of mainline 
logging road on the Kinzua road system, which including 
spurs totals 250 miles. Truck has wide load not legal on 
state or county highways. Load scaled 14,440 ft. Esti- 
mated weight 144,000 Ibs. of payload. 
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At right: Five of Kinzua’s fleet of 10 mainline logging 
trucks. Built for use on private logging roads, they have 
wide bunks for carrying large loads. 





Right center: Some of Kinzua truck equipment strung along 
road near service garage for annual spring overhaul. 


Bottom right: Interior of Kinzua truck service garage. Tire 
repair department is shown in left foreground. Wheel 
storage houses are located at strategic points on logging 
road. A special truck, equipped with hoist, is available for 
emergency changes. 


Below: A beautiful load of Kinzua Ponderosa Pine logs 
enroute to mill over Kinzua private logging road. 
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Picturep above is a general view of the modern Kinzua plant 
where the entire output is scientifically kiln-dried direct from the saw. 
In the background at the right will be seen the large Kinzua dry 
storage warehouse and alongside of it the Kinzua factory where 
“Architect Designed” frames, porch and lawn furniture, tables, glued- 
up stock and numerous other specialties are produced. The entire 


Kinzua layout was carefully planned for efficient and economical 
operation. 





Below left: Kinzua generates its own power. Photo- 
graph shows steam turbine generators and control 
board in power plant. 


Below center: Interior of Kinzua Pine Sawmill look- 
ing toward the head end. Band mill and carriage 
in the background and edger in foreground at the 
right. 


Below: Kinzua Pine Log on the carriage. The auto- 
matic air dogs installed shortly after the plant was 
completed, _ illustrate how Kinzua adopts new 
equipment as soon as it is efficient. Here tapered 
logs are sawn parallel with the bark which in- 
creases production of selects. 











At right: Looking down on kiln cars loaded with 
green lumber standing in front of the dry kiln, 
awaiting its turn. Kinzua pine is 100% Kiln-Dried. 


Below: Modern Diesel Electric Locomotive used for 
bex car shipments from the plant to mainline of 
Union Pacific. 
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Radio frequency electronic gluing equipment in Kinzua factory for 
use in gluing panels, luggage dimension, furniture stock, etc. A 
good example of how Kinzua keeps all production equipment 
thoroughly modern. 





Automatic. kiln stacker which takes the lumber from the end of the 
green chain and automatically stacks and neatly piles it on the 
kiln cars. 


the green chain. 


24 


At left: Tilting elevator or breakdown 
hoist which feeds unit carrier loads to 





Dip tank for preservative treatment of frames. Stock is lowered into 
tank by elevator then brought up for removal of surplus liquid. 





== 
Grading behind the planer. All Kinzua lumber is re-graded after 


kiln drying and again after surfacing, so that any defects developed 
in seasoning or dressing can be taken into consideration. 





automatic feed table ahead of pl 
an important time and labor saving de- 
vice and another example of how Kinzua 
takes advantage of all opportunities to 


increase plant efficiency. 


At right: Automatic kiln stacker lowers 
the kiln truck to the track level for kilns, 
continuously keeping the top level with 
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At right: Bundling Kinzua Pine Window Frames. Each package is 
stamped with the Kinzua trade-mark and parts identified. 








Shown at right is a stack of 
Kinzua stamped frame parts. You 
can be sure of top quality when 
you see this stamp. 








Moulder for running all standard moulding patterns 
in Kinzua Pine. To insure precision machine work, 
output from each machine is systematically checked 
for accuracy. 


Above: Double-end tenenor to machine factory stock with precision. At right: Matcher 
in Kinzua planing mill for running all standard lumber patterns, including tongued 
and grooved flooring, ceiling, knotty pine paneling. 
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On the next three pages are examples of the versatility 
of Kinzua facilities — and the skill and experience of 
Kinzua personnel, machine operators and supervisory staff. 
In the factory department, as in other operating divisions, 
Kinzua is better equipped and staffed than ever before. 


Above right: Kinspec panels. Made of end-matched edge glued pine 
pieces. They are stronger than solid wood panels and have a pleas- 
ing novel appearance. 


Center right: Frame parts on pallets in warehouse, ready for loading 
and shipping as needed to fill orders. Note the truss roof to pro- 
vide maximum open piling area and the automatic sprinkler pipes at 
the roof to provide fire protection. 


Lower left: Furniture and toy stock, bundled, tied and stacked to the 
roof in the Kinzua storage warehouse, waiting shipment. The palletiz- 
ing permits mechanical handling from machine to warehouse and 
from warehouse to shipping platform and into car. 


Below center: Illustrating use of Kinspec glued-up panels in a 
kitchen. Finished natural, they provide equally pleasing effects for a 
breakfast nook, a mantel, built-in bookcases, a corner cabinet, etc. 
Not to mention sales potentials in commercial and institutional proj- 
ects, such as restaurants, cocktail lounges, stores, offices, schools, etc. 


Lower right: Core stock, luggage dimension, furniture parts and toy 
stock on pallets—soon to be loaded out for customers. Stock of this 
kind is kiln-dried and manufactured to customers’ exact specifications, 
ready for immediate incorporation into customers’ products without 
working on arrival at destination. 
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Beautiful Kinzua Pine clear finish—unsurpassed for quality. 

















“Satin finish” lineal length trim is a favorite item with dealers and 
their customers. 


Kinzua Pine is well suited to production of moulding patterns. 





Kinzua takes pride in the accuracy of its moulding patterns. 
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Kinzua Pine products are the finest that can be produced from choice kiln- 
dried, tree-farm timber, with modern equipment, skilled and experienced 
machine operators and careful supervision. All Kinzua Pine products are 
sold “Quality Guaranteed” for the utmost in customer satisfaction. Kinzua 
also makes pine products to specification as desired. 


“Architect Designed” frame parts palletized in ware- Expertly machined wide Kinzua Pine clears — well 
house. Frames designed to exacting architectural _ illustrating the generous size and soft texture of 
specifications. much Kinzua Timber. 


View in Kinzua’s big dry-warehouse, which makes lumber yard unnecessary. Here is 
stored rough dry lumber before dressing. 
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Systematic and careful checking of all machine work 
with precision instruments is part of the Kinzua proc- 
ess which backs-up the “quality guaranteed” Kinzua 
Trademark. 


4 Upper left: Supervisor uses 45 degree gauge back of 
the machine. 


4 Center: Inspecting a Kinzua Pine moulding with steel 
caliper. 


4 Lower left: Checker is using 8 foot solid steel rule to 
check for accuracy in length. Thin steel tapes are 
taboo in Kinzua factory. 


4 Immediately below: The dry-kiln superintendent uses 
the well known oven method of testing moisture 
content. 


Bottom right: The double-check on moisture content and dry-kiln 
efficiency is Kinzua’s way of maintaining its ‘quality guaranteed” 
sales policy. Here employe uses Moisture Register to test moisture 
content of shop lumber. 
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Loading Kinzua pine in the long covered loading 
the closed door is sealed with paper. 
ee ae Oe ee ee ‘ 

ks 5. un © ee 


At Kinzua Pine Mills. A car of furniture stock. Load nearing com- 
pletion. Temporary bulk-head is shown at upper right. Doors will 
be sealed with low grade boards and heavy craft paper. 


Every step in the production of “quality guaranteed” Kinzua Pine 
products is important. Note how carefully grade-marked lumber is 
being loaded. Low grade lumber and paper make the doors air- 
tight and keep out dust and cinders. 








Careful loading is a matter of Ist importance at Kinzua Pine Mills. 


Here the loader inside the car is wearing canvas slippers over his 
shoes. 


Final step in loading Kinzua Pine into well cleaned box car—paper 
sealed before door is closed. 
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Don’t Just Meet Competition -- Make It! 


One of the amusing paradoxes of human 
nature is this double barreled fact: When we 
buy anything we want competition—the more 
the better. When we sell something, we seek 
a minimum of competition—the less the 
better. 

Another paradox is that competition may 
be constructive or destructive. 

It is true that competition is the life of 
trade under our private enterprise system. 

It is equally true that it can be the death 
of profits. | ; 

In past years, lumber dealers sought to 
alleviate the destructive effects of competi- 
tion through various efforts to minimize com- 
petition, some perfectly legal, others that 
skirted the law—all very natural and human. 

Today, from every section of the country 
we get reports of increasingly bitter com- 
petition for lumber dealers :—1, competition 
from many other types of retail outlets in 
the industry; 2, competition from whole- 
saler and manufacturer selling direct to 
dealers’ contractor customers, and most seri- 
ous, 8, competition between dealers them- 
selves in the same retailing area. 

What makes this competition such a bitter 
dose is that it is often shrinking profits to 
dangerous levels. Almost any contractor who 
can “shop around” in a wide enough area 
with a material list can find some local sup- 
plier who will shave off enough dollars (from 
what would be a fair retail price for the 
list) to wipe out any net profit on the sale 
for the dealer who chooses to meet the 
competition. 


Creating Constructive Competition 


That dealer, the majority of whose busi- 
ness is in controlled consumer sales, is not 
overly concerned about competition. 

The truth of the matter is that there are 
too many suppliers soliciting material list 
sales, too much competition on material 
prices, and not enough competition in crea- 
tive consumer selling. 

Possibly it is time to consider shifting the 
emphasis from preventing or meeting compe- 
tition to creating constructive competition. 
Dealers today are in an unusually favorable 
position to capitalize on competition as a 
constructive force. 

There are three ways to use competition 
constructively: (1) have something to offer 
competition cannot duplicate (2) offer an 
improvement in service or product (3) sell 
items on which exact price comparisons are 
extremely difficult. 





Mr. Hood’s articles “Handling Price Competition” 
and “Price for Profit’ have been combined in a 
single reprint, entitled “When the Problem Is Price.” 
Single copies without charge—additional reprints 
15 cents each—The Editors. 
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The sale of the end package to the con- 
sumer by the lumber dealer fits all three of 
the constructive uses of competition, because: 

1. present organizations selling construc- 
tion packages to the consumer do not have 
the power and background to do an adequate 
and competent advertising and promotional 
job on a complete line of construction pack- 
ages. The dealer holds such power! 

2. no package selling competitor has the 
financial background to offer established 
responsibility to the consumer on a line of 
construction packages. (The dealer has the 
right background!) 

3. no two construction organizations will 
ever do a building job involving both labor 
and materials exactly alike—so there is no 
basis for exact price comparison. 

Twenty-five years ago your editor dis- 
played a sign to a national convention of 
Lumber Dealers which read as follows: 

“Adequate profits in this business will 
come from the dealer controlled sale of the 
complete unit direct to the consumer, con- 
veniently financed.” 


Dealers Approve Package Selling 


About half the lumber dealers in the 
country have adopted this policy and are 
selling some end-use packages to the con- 
sumer. Over the years, dealers who imple- 
mented this principle have done all right! 
It is equally true that many dealers who 
have not adopted this principle have made 
good profits in the dozen years of a seller’s 
market. 

It remains to be seen whether uncontrolled 
sales by dealers to and through contractors 
can continuously earn adequate dealer profits 
in a highly competitive buyers’ market. 

It may be time to dust off the above prin- 
ciple and take a fresh look at it in the face 
of today’s competitive realities. 

The nub of the matter is: to control the 
material selling price, the consumer sale 
must be controlled. 

Through creative consumer selling the 
dealer becomes the contractors’ best cus- 
tomer! If even a part of a dealer’s sales 
volume is done on an end-use consumer sell- 
ing basis, that part at least will not only be 
largely non-competitive, but will carry a 
satisfactory net profit as well. 

The 12 retail markets available to the 
lumber dealer, the enormous’ unrealized 
potential for creative merchandising in the 
light construction industry, and the basic 
need for greater dealer net profit, all point 
squarely to the policy—“Let’s not just meet 
competition—let’s make it, but make it con- 


structive!” 
..... Art Hood 
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TWO CHECK-OUT COUNTERS at Von Tobel’s super mart in Las Vegas, Nev. 


are equipped with grocery-store type cash registers. Salesmen no longer have 
to write cash tickets, thus speeding customer service, improving efficienc) 
Each display island is labeled and numbered for quick customer identification 


Read the picture story on the following pages for a complete description of this 
new-type layout. 


SELF-SERVICE SUPER MART 
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| Super Mart | 3 | 
- HOUSEWIFE PUSHES SHOPPING CART just as she does in grocery super 
cal market. Paint is placed in a shaker before being dropped into the cart. 

@ Could you increase your floor space four times— 
@ Step up your sales—yet cut your overhead? 


@ Von Tobel’s did in Las Vegas, Nev. by introducing self- 
service. 


@ Here is something new and different in handling and 
selling building materials at retail 


Here at Ed Von Tobel’s in sini mn my! | a oun uae 
Las Vegas is a super mart that ; Pec. tees W Ok eeeereeh HU 
is a super mart! ’ Teatis rrttt rere 

About the only difference be- 
tween your neighborhood super 
market and Von Tobel’s is that 
he displays building materials 
and your neighborhood store 
has groceries. 


Von Tobel’s super mart is 
laid out for self service. In fact, 
about the only items not strictly 
self-service, says store manager 
Fd Von Tobel, Jr., are bolts and 
screws. Consequently, small 
“ items like wood screws and 

. store bolts are displayed ac- 
cording to size and price in bins 
and drawers. Even so, a great 
many customers will count out 
the number required and all the y of 
salesman has to do is to drop mae 








—_ the purchase in a bag and price- WALLPAPER CENTER is adjacent to the paint department. Samples are 
nse mark the outside. fastened to the back of the wallpaper rack. Note fabrics for color matching. 
1c) The paint customer is not 


ion 7 


Hhis the two cashier’s desks. Cus- 


tomers funnel through these 
aisles, one at a time, just as 
they do ina grocery super mar- 


price-marked, on a tape. 

If the customer wishes to 
charge his purchase, the cashier 
speaks to the credit department 


usually self-service on his first 
trip, but he does become self- 
Service on repeat orders and for 
Sundries. He collects his items 





in a grocery-type shopping cart, 
pays for his purchases at one of 
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ket, and the cashier rings up the 
individual sales items, already 


via a telephone which assures 
privacy. The inter-communica- 
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OVER-ALL VIEW OF STORE DISPLAY shows diversified merchandise. Elon- 
gated slots in far wall are the entrances for the evaporative cooling system, 
the hot summer air being removed through the eight grilles in the ceiling. 





The 16 ceiling discs are used for paging or recorded music. 


tion system brings the entire 
store and yard together. For 
example, the store’s inventory is 
checked daily by one man on 
the display floor who communi- 
cates with a stock man in the 
warehouse on the second floor 
by means of private earphones 
and mouthpieces. The man 
downstairs counts the amount 
of stock needed, then relays his 
inventory needs to the stock 
clerk upstairs, who counts out 
the necessary items and puts 
them in a wire basket for re- 
moval downstairs. Two men 
can check and replenish the en- 
tire store’s bins and islands in 
about three hours. 

The inventory record for each 
department is kept in a loose- 
leaf binder with a record of “on 
hand,” “on order’ and “mini- 
mum stock requirement.” Em- 
ployes are responsible for 
1/30th of the inventory each day 
so that the shelves will always 
be full. After the employes 
have completed an inventory 
sheet, it is sent to the purchas- 
ing department for fulfillment. 

General hardware, which is 
Von Tobel’s largest department 
both saleswise and inventory- 
wise, lends itself best to self- 
service, Mr. Von Tobel believes. 
Builders’ hardware items are 
mounted while cabinet hard- 
ware and miscellaneous finished 
hardware items are displayed in 
open-glass bins where cus- 
tomers can see and handle. 

Nails have been packaged by 
Von Tobel for some time in 1, 

(Continued on page 94) 
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PIPE fittings are 
priced and dis- 
played in glass 
departmentalized 
trays. Pear! 
Grigsby, one of 
Von Tobel’s suc- 
cessful sales- 
women, is making 
the sale. Tray- 
type cart in back 
of her is used for 
stocking shelves. 











THIS LIGHT-FIXTURE DISPLAY 
stepped up sales 100%. It is 5 x 10 
compared with the 4 x 10 size of other 
island fixtures. Some of these fixtures 
are kept burning constantly. 


KITCHEN center 
and snack bar has 
created a lot of 
customer interest. 
Bouquet hides 
customer courtesy 
phone and _ sign 
saying kitchen 
can be purchased 
for $30.25 per 
month with no 
down payment. 





PACKAGING and 
pricing system is 
illustrated above. 
Cellophane and 
fiber bags are 
used for packag- 
ing nails and 
small hardware 
items. Tags, stick- 
ers and rubber 
stamps are used 
to price-mark 
each item. 
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WITH THE 
DEPENDABLE NAME 
IN \ 
METAL MOULDINGS 






e More than 400 shapes available. 

e Dependable deliveries. 
e Made by the pioneer in this business. 
e Sold through dealers and distributors. 


e Ask for name of nearest source. 


UPERIO YOUNGSTOWN MANUFACTURING, INC. 
3 66-76 S. Prospect St. »- Youngstown 6, Ohio 
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PICK A 


PROFIT 


“PLUMB” 


«+. more business for just 
the picking 


Get this straight and you'll al- 
ways do more business and 
make more profits. Quote easy 
ABC monthly payments, not 
the over-all cost of the job. 
You'll close more business... 
and right on the spot, too! 
You'll never need a “plumb 
bob" to keep your finances 
straight because your capital 
will never be tied up when 
your sales are financed the 
easy, ABC way. 


Your best 

Sales tool—the 

ABC Time Sales Program. 
Ask us today, 


Nii0 


ALLIED 
BUILDING CREDITS 


INC. 


Specialists in Property Improvement 
and Modernization Sales Financing 


BRANCH OFFICES: BALTIMORE, BIRMING- 
HAM, BOSTON, BUFFALO, CHICAGO, CINCIN- 
NATI, CLEVELAND, COLUMBUS, DALLAS, DAV- 
DENVER, DES MOINES, DETROIT, 
HOUSTON, INDIANAPOLIS, KANSAS CITY, LOS 
ANGELES, MIAMI, MILWAUKEE, MINNEAPOLIS, 
NEW ORLEANS, OKLAHOMA CITY, OMAHA, PHIL- 
ADELPHIA, PHOENIX, PITTSBURGH, PORTLAND, 
ST. LOUIS, SALT LAKE CITY, SAN FRANCISCO, 


ENPORT, 


SEATTLE, SOUTH BEND, TAMPA, TOLEDO. 


GENERAL OFFICE: BOX 3426 TERMINAL 


ANNEX, LOS ANGELES 54, CALIFORNIA 











RAY MACHULDA, estimator for Albinson (Minn.) Lumber 
Co. with the calculating machine, which helps him figure 
materials costs in a hurry. 


20-Second Estimating 


Minnesota dealer has a_ time-saving 
system which may help you. 


Figuring estimates can be 
a deadly-dull, time-consuming 
problem, especially when build- 
ing is booming and the de- 
mands for estimates come thick 
and fast. 


Would you like to be able to 
figure each item in 20 seconds 
or less, accurately and without 
fuss? You can save plenty of 
time and cut out much of the 
pencil work if you have an elec- 
tric calculating machine. 


Ray Machulda, estimator and 
draftsman for Albinson Lum- 
ber Company, Worthington, 
Minn., has a time-saving sys- 
tem. And all you need to know 
are the usual fractions needed 
in estimating board feet. 


For example: 67 — 2x10 — 
16 @ $150. 


On the calculator multiply 
67 by 16. Multiply the result 
by 5 and divide by 3, since 5/3 
is the fraction for 2x10 stock. 
Multiply this result by 150, put 
the decimal in the right place 
and you have the answer. 
(67 x 16 xk 5 + 3 X 150 = 
$268.05.) This goes much faster 
than it sounds and you should 
be able to put down the answer 
in less than 20 seconds with a 
bit of practice. 


If your figures are grouped 
according to stock sizes you 
can save even more time. For 
example: 


105 — 2x4— 16 @ $150 
100 — 2x4— 14 
149 — 2x4 — 12 

85 — 2x4 — 18 


In this case, multiply 105 by 
16, carry total. Multiply 100 
by 14, add to previous total. 
Multiply 149 by 12, add to 
total. Multiply 85 by 18, add 
to total. Multiply total by 2 
and divide by 3 (since 2x4 frac- 
tion is 2/3). Multiply the re- 
sult by $150 for answer, 
$639.75. 

Machulda got this answer in 
42 seconds. Can you come any- 
where near that speed with a 
pencil? 

A calculating machine can 
also be used for other maie- 
rials. For example: A _ cus- 
tomer wants 68 feet of wire, 
which sells for $12.50 in the 
150-foot roll. 

Multiply $12.50 by 68 and 
divide by 150, answer $5.67. 

Or: a customer wants 67 
bundles of asphalt shingles at 
$8.40 a square. 

Multiply 67 by $8.40 and 
divide by 3, answer $187.60. 
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PROOF....PROOF.... 


That CHALZENGER No. 800 Series of Multi-Purpose 


Semi-Heavy Duty Cylindrical 
LOCK and LATCHSETS Fill Every Building Need! 


Many letters, such as the letter shown 
below, give positive proof that these 
finer lock and latchsets provide the in- 
valuable customer satisfaction demanded 
by progressive distributors and dealers 
throughout the nation. They meet every 
test of rugged construction, easy instal- 
lation, long and satisfactory service, and 


Challenger No. 800 Series 
comprises 20 functional lock- 
sets and latchsets. There’s one 
for every building need. 
Stee} o) bb eC=to MMe (-S-3CepoMm db tectbeled (13 
all unnecessary working parts, 
assures long, trouble-free 
operation. Rugged unit con- 
struction for durability. 
Exceptional beauty for any 
residential or commercial 
installation. 





HOLLYMADE HARDWARE CO. 
4865 Exposition Boulevard 
Los Angeles 16, California 
Canadian Factory: 22 Ripley Avenue, JCo:5 
Toronto, Canada 
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beauty of design. Here we reproduce an 
unsolicited letter from Mr. James C. 
O'Malley, Secretary and Sales Manager 
of the O'Malley Lumber Company, 
Phoenix, Arizona. Read Mr. O'Malley's 
letter. You’ve got to believe proof like 
this! It's proof that CHALLENGER Locks 
create SALES. 


Our 
Ur byj)4; Ost 
Mult; Uilding re Valuable 


i r busi 
fYing, Urpoge Semin cu Nes 
~4Te, 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill 
contacts, knowledge of mill’s specialties, re- 
sources, manufacturing and shipping facili- 
ties and a thorough understanding of buyer's 
requirements, the leading Western Whole- 
salers below can help you take the worry 
out of your lumber buying. Tell them your 
needs. Let them supply your complete 
requirements. 


ALEXANDER LUMBER CO. 
435 Securities Bldg., Seattle 1, Wash. 
RAIL SHIPPERS @ WESTERN FOREST PRODUCTS 
Specializing In Western Red Cedar Siding 
Telephone MUTUAL 2606 TWX SE 532 


WALES LUMBER COMP ANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 


Our 32nd Year 


564 Market St., San Francisco 4, Cal 
MAUK SEATTLE LUMBER COMPANY 


3935 University Way, Seattle 5, Wash. 


WESTERN LUMBER MERCHANTS 
Eastern Office 4 Warehouse: 
THE C. A. MAUK LBR. CO., TOLHDO, O. 


Joseph A. Adair Lumber Co. 
520 $. W. Sixth Avenue 
Portiand 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH 
PINE SPECIALISTS 


TEmple 1448 Teletype SP-175 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 659! Teletype: PD572 























Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle 1, Wash. 
Specializing In Fir Gutter, all sizes and patterns 


Morrill & Sturgeon 


Lumber Co. WE MARK OF QuALITY 
YEON BLDG., PORTLAND, ORE. 


NORTH PACIFIC LUMBER CO. 
WEST COAST FOREST PRODUCTS 
P. ©. Box 7764, Portiand 3, Ore. 
Phone: Murdock 2126 
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MISS EDNA HERLEIN says she can post 50 invoices an 
hour with this machine. 


Easy Posting Aids Collections 


Here’s how Minnesota firm has saved 
bookkeeping time and improved its 


collections. 


Better collection of out- 
standing accounts is just one 
of the benefits which you can 
enjoy by using an electric post- 
ing machine, according to Al- 
fred Albinson of the Albinson 
Lumber Co., Worthington, 
Minn. 

Getting out the statements 
has always been a chore. Many 
yards send out statements on a 
seasonal rather than a monthly 
basis. With machine posting, 
monthly statements are a mat- 
ter of course, and as a result, 
collections improve. 

Albinson’s set up the present 
system during World War II, 
when the company was faced 
with the necessity of adding 
another girl or speeding up its 
posting methods. 

Here’s how the 
works: 


All sales and credits are 
written up in triplicate at the 
time of the transaction. One 
copy goes to the customer or is 
delivered with the material. 
The second copy is filed and is 
later sent out with the state- 
ments. The original invoice is 
the firm’s record. 

Invoices from the previous 
day’s business are sorted into 


system 


charges, cash sales, cash paid 
on account and credits. Then 
they are listed by machine on 
a distribution sheet and the 
totals recorded. 

Then the invoices are posted 
to the individual accounts. Miss 
Edna Herlein who operates the 
posting machine, finds that she 
can post about 50 invoices in 
an hour of uninterrupted work. 

In the posting machine, the 
customer’s account sheet is 
placed in front of a large proof 
sheet which retains a composite 
record of the individual post- 
ings. 

In the first column is listed 
the customer’s old balance. The 
machine then adds the date. 
Next comes the invoice number, 
then the debits or credits in 
separate columns. The ma- 
chine, using the old balance 
and the new entry, enters the 
new balance. The operator then 
re-enters the old balance and 
the machine posts the differ- 
ence, which should be the same | 
as the new entry, if no mis- | 
takes have been made. 

At the end of the day’s post- FP 
ing, the machine gives the total | 
of new entries. This can be 

(continued on page 94) 
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REDWOOD COMBINATION 


STORM WINDOWS 
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WRITE, PHONE OR WIRE FOR FURTHER INFORMATION 


FEATHER-LITE MANUFACTURING COMPANY 


8205 LYNDON DETROIT 21, MICH. WEBSTER 3-3722 


Everything You NEED in 


COAST UPLAND HEMLOCK 
DOUGLAS FIR 


This is one of our big dry lumber sheds where 
we store our fine upper grades. Lumber doesn’t 
come any finer than Oregon-American offers 
you. Everything you need in West Coast Upland 
Hemlock and old-growth Douglas Fir is here— 
waiting your order. 

Tell us what you need. You are especially in- 
vited to try our high quality 


KILN DRIED 
WEST COAST UPLAND HEMLOCK 


We know Oregon-American lumber will please 
you. 300,000 feet daily 


OREGON-AMERICAN LUMBER CORPORATION Vernonia, Oregon 
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These Displays Help Sell Materials 


Matched 
Cabinet 
Hardware 

















| 


Staff Kitchen Tells Paneling Story 

When displayed installed in a chological appeal to the customer, 
room or office, interior paneling has in addition to the advantage of the 
been found to be self-selling. To visual demonstration. To show the 
stimulate paneling sales, the Sugar contrast of different kinds of wood 
Pine Lumber Company of San used together, one of the offices was 


: 


Francisco, owned by H. M. Scaies, finished with ponderosa pine and 

installed ponderosa, sugar and Philippine mahogany paneling. The 

| knotty-pine paneling in their offices. other offices were finished with dif- 

They found that paneling dis- ferent woods of the pine family 
played in this manner had a psy- used together for walls or doors. 









Women exclaim! Men praise .. . the 
superb styling and quality of Stanley 
Matched Cabinet Hardware. This | 
popular, fast-selling line — furnished 
in mirror chrome — comes in a vari- | 
ety of designs with matching latches, | 
cabinet pulls, drawer pullsand hinges | 
... eliminates guesswork in selection. | 
Order now from your wholesaler and | 
cash-in on styles made popular by | 
Stanley’s national advertising. 












The Stanley Works, New Britain, Conn. 





Brand Names Featured in Showroom Display 


STA N LEY Nationally - advertised brand ufacturers, will be a step further 
names impress the consumer and toward making the sale. The var'- 

help break down sales resistance. ous exhibits of branded items 

aap. U.S. Pot. OF. The dealer who can tie in his dis- shown here are found at Ruffin & 


FARO W A TLEL STRAPPING ret sates play and advertising with the man- Payne’s in Richmond, Va. 
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light and airy 
modern wood 
windows... 

for every home 


BEE GEE Modern Wood Windows are exactly 

what your customers want—modern, light, airy— 

and beautifully styled to lend a decorator touch 
to every home. BEE GEE Windows meet every 

need, satisfy every desire, fit every budget. And 

with over 42 styles and sizes to offer, your sales 

profits are assured. 


BEE GEE Modern Wood Windows are complete 
pre-fit units consisting of frame, fully glazed sash 











with all hardware and copper screens installed 
at the factory...ready to set in the wall. 


“Clean the Outside from the Inside” 





§ BROWN-GRAVES CO. 
«| Akron I, Ohio 
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WITH SPEED AS THEIR OBJECTIVE and quality as their guide, 300 builders 
swarmed over Farm-in-a-Day. The dihedral or butterfly roof allows melting 
winter snows to drain off without clogging eaves with ice. 


Farm In a Day 


Washington State lumbermen co-ordinate 
efforts of home-building project, which sets a world’s 
record for speed and national publicity. 








= ¥ Ls 


“It was 11 o’clock that night 
before I had my first chance to 
relax. I sat down on the com- 
pleted hearth in the dining 
room, and looking about, I al- 
most had to pinch myself to be- 
lieve that it was not all a dream. 
Just 23 hours before (at 12:01 
a.m. on May 29) there had only 
been a bare slab on the location, 
and here was a beautiful new 
seven-room house, completely 
furnished, with food supplies in 





, a oka é tite -_ 
THESE TWO LUMBERMEN helped put over the project. OPEN BOOKSHELVES and cupboards add handsome 
William C. Bell, right, managing director of the Western modern touch to living room. Shelves form back 0! 
Retail Lumbermen’s Association, was chairman of building storage wall which creates central hall area. 


construction. George Olson, left, was his assistant. 
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the cupboard and in the deep 
freeze.” 

These were the thoughts of 
William C. Bell, managing di- 
rector of the Western Retail 
Lumberman’s Association, as he 
completed his job as chairman 
of building construction for the 
Farm-in-a-Day, a project to cre- 
ate a complete 120-acre farm 
including all buildings and 
planted acres as a gift to “the 
nation’s most worthy veteran.” 
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PLYWOOD STORAGE WALLS were used as room divid- 
ers. These space-thrifty units can be moved around with- 
out affecting basic construction of the house. Kitchen 


» i | : wee 4p ) 
PLYWOOD ROOF DECKING combined as ceiling inside. The roof was a single- 
skin over exposed beams and covered with insulation and mopped-on roofing. 





de ak see Ra ee aS ee wee ON 


VERTICAL CEDAR SIDING finished natural was applied to the exterior walls. 
Glass walls are used extensively. 





built-ins are scientifically arranged for maximum conveni- 
ence, minimum steps. Specially finished composition pan- 
els were backed with fir plywood. 


- 
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spent the day leveling, 
seeding the 80 irrigable acres. 


yi Ee ae 


OVER-ALL VIEW of th 


x res ES 


convenience. 


The veteran, chosen in a con- 
test conducted by the Veterans 
of Foreign Wars, was Donald D. 
Dunn, a victim of the 1951 Kan- 
sas flood. 

This project was the feature 
event of the 11-day Columbia 
Basin Water Festival, celebrat- 
ing the initial irrigation of the 
million-acre Columbia Basin 
Project —the nation’s largest 
federal reclamation develop- 
ment of the past half a century. 
The Farm-in-a-Day project is 
located about three miles north 
of Moses Lake, Wash. The fes- 
tival was sponsored by the Co- 
lumbia Basin Celebration, Inc., 
a non-profit corporation of pri- 
vate business, industry, labor 
and government representa- 
tives. 

Organized through the 
WRLA and committees from 
the Moses Lake Chamber of 
Commerce, the Farm-in;a-Day, 


project was entirely the result *- 


of donations. The land was 
givens by the Northern Pacific 
Railway Company; the farm 
equipment from manufacturers 
and distributors; furniture and 
household equipment from 
Moses Lake business men; 
building materials from dealers 
and manufacturers; the serv- 
ices of building mechanics were 
made available by local building 
contractors. 

“It was a fine demonstration 
of the ability of the building 
material and construction in- 
dustry to organize themselves 
to do a job,” says Mr. Bell. 
“For a number of years it has 
been a strong conviction of mine 
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ABOUT 50 TRACTORS and auxiliary 
discing, harrowing, fertilizing and 





showing relation- 
ship of various buildings which are close to the house for 


e Farm-in-a-Day 


farm equipment 


that retail lumber dealers 
should constantly endeavor to 
keep themselves closely affili- 
ated with the building industry, 
especially in the field of light 
construction. 

“A close-working relationship 
between contractors and mate- 
rial dealers is essential over the 
long pull, for a successful oper- 
ation of the building material 
industry and the men who ac- 
tually do the building. By suc- 
cessful operation, I mean a 
profitable operation for both, 
and satisfaction and true value 
received for the final owner or 
user of the buildings.” 

The buildings which made up 
the farmstead of the Farm-in-a- 
Day consist of a seven-room, 
custom-built, modern plywood 
ranch house; a machine shed 
and combination garage and 
shop; a loafing shed for cattle 
ahd a chicken house. The value 
ef this farm including build- 
ings, planted acres, farm equip- 
ment, food, furnishings and 
everything needed to make this 
project complete, is $50,000. 

The ranch house, a design 
project of a five-man team of 
architects of the Washington 
State Chapter, American Insti- 
tute of Architects, was designed 
as a model after which later 
homes in the Columbia Basin 
may be patterned. Because the 
climate here ranges from winter 
snow and ice to searing summer 
heat with racking winds, homes 
have to meet the requirements 
of structural rigidity as well as 
livability. To meet these re- 
quirements, the design called 





NATION’S MOST WORTHY VETERAN Donald Dunn 
and his family ready to move into their new home. Dunn 
was picked on basis of his personality, skill, character 
and his leadership abilities. 


for a post and beam frame 
sheathed and paneled in a struc- 
tural grade of plywood provid- 
ing for.maximum resistance to 
lateral wind forces. 

The ranch house is built on 
a concrete floor slab permitting 
construction in three stages as 
time and finances permit. The 
first stage is a central living 
core of 750 square feet, followed 
by either an additional bedroom 
wing or a utility room wing as 
they are required, making a 
total area of 1,500 square feet. 

In all, the home provides for 
three bedrooms, dining room 
with raised fireplace, living 
room, kitchen, two bathrooms 
and a general utility room. The 
basic living core can be built 
for $7,000 to $9,000. The entire 
house can be built for $19,000. 

The farm buildings, exclud- 
ing the house, were designed by 
personnel of the agricultural 
school at Washington State Col- 
lege. The machine shed is built 
of long-curved laminated raft- 
ers springing from the founda- 
tion line and ending at the cor- 
nice line on the opposite side 
of the structure which was 
walled with tali sliding doors. 
The curved rafters support a 
waterproof glued plywood skin 
overlaid with a double course of 
mineral surfaced roofing. The 
ends of the building carry thie 
same vertical cedar siding as 
used on the house. 

A special feature of the loaf- 
ing shed and chicken house is 
the plastic-surfaced pl y wood 
roof which serves as combina- 

(Continued on page 94) 
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Shingles by Barrett... 








For the newest in roofing look to BARRETT...the greatest name in roofing 








































































































THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 RECTOR STREET, NEW YORK 6, N. Y. 


205 W. Wacker Drive »1327 Erie Street 
Chicago 6, Illinois Birmingham 8, Alabama 
36th St. & Gray’s Ferry Ave. 

Philadelphia 46, Pennsylvania 


In Canada: 
The Barrett Company, Ltd., 5551 St. Hubert Street, Montreal, Quebec 
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- *Reg. U. S. Pat. Off. 
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D. L. FAIR LUMBER CO. 
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EASY TO INSTALL 


Especially adaptable to quick, economical installation over concrete. Cross- 
wise grooves spaced to insure better mastic adhesion. Available either pre- 
finished or unfinished. 


CHOICE OF GRADES AND TYPES OF WOOD 


Available in either Red Oak or White Oak in all standard strip flooring grades 
and also in the following special grades: Prime, Standard and Better, Standard, 
Tavern and Better, and Tavern. 


SIZES TO FIT EVERY JOB 


Comes in the following sizes: 25/32''x634"x634", 25/32"x7'/o"x7!/A", 25/32"'x 
9"x9" V2"x8"x8" and '/2"'x10"x10". Completely adaptable to large or smal! 
homes, commercial structures, housing projects, schools and institutions. 


DEPENDABLE UNIFORM QUALITY 


Distinctive DELFAIR OAKBLOK fooring is carefully and uniformly manufacturec’ 
to meet the most rigid specifications. All blocks are steel spline joined. Therc 
is no substitute for oak floors. Demand the best... demand DELFAIR. 


Louisville, Mississippi Member: NOFMA 


WRITE FOR 
COMPLETE 
INFORMATION 





ALSO: Standard Strip, Prefinished, Plank and Square Edge Strip 











'|Two Advertising 


ideas 
Makes and Writes News 


Running a miniature three-col- 
umn newspaper within the city’s 
daily newspaper, is proving to be 
good advertising for Kimball] & 
Prince Lumber Company, Vine- 
land, N. J. 

Published every Saturday, the 
small newspaper carries one-sen- 
tence stories about customers who 
are building homes with K & P 
materials, uses short anecdoies, 
and runs reminder advertising 
copy on checking window screens, 
paint-up time, and _ promoting 
wood preservation. 

Called the Vineland Builder and 
edited by Lawrence Kimball, a 
company executive, the newspaper 
is actually a gossip sheet concern- 
ing customers. It is constantly 
scanned by local Vinelanders to 
see if they have been mentioned. 
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BUYING LUMBER IS A LOT 
LIKE BUYING MEAT FROM 
THE BUTCHER DOWN THE STREET 


Trees, like sides of beef and pork, have “choice cuts," are 
inspected, approved, stamped and grade-marked all for 
your protection . . . to assure you of getting what you pay 
for... that's very important, “GETTING WHAT YOU PAY 
FOR"! Your neighborhood butcher will tell you of the several 
“cuts” in meat and charge you accordingly . . . you've de- 
veloped a feeling of security and learned to depend on your 
butcher to give you what you paid for. Such is the case here 
at NASSAU SUFFOLK LUMBER & SUPPLY CORP... . for 
many, many years now we've been supplying the needs of 
dong Islanders by giving them their money's worth ... they've 
learned to depend on us to give them what they pay for... 
no devices in our merchandising, no technical misleading ed- 
vertising . .. merely @ good straight-forward policy of qual- 
ity and dependability firmly based on over one hundred 
years of experience and know-how. Buy with assurance when 
you next find the-need for structural material . .. 








This Ad Is Different 


“Trees, like sides of beef «nd 
pork, have choice cuts, are inspect- 
ed, approved, stamped and grade- 
marked, all for your protection—-to 
assure you of getting what you pay 
for—that’s very important.” So 
says the Nassau Suffolk Lumber & 
Supvly Corp., Long Island, N. Y., 
in this unusual ad emphasizing that 
quality is just as important in buy- 
ing lumber as any other product. 
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Motorists Buy Grilles 


Texas dealer stops 
passers-by with attractive 
display of screen-door 
grilles. 


Capitalizing upon a _show- 
room location adjacent to U.S. 
287, one of Texas’ most heavily 
traveled highways, has sold a 
highly profitable and unusual 
volume of decorative screen 


WINDOW DISPLAY of eight to 15 
grilles attracts favorable attention 
from motorists at the Gorham-Jones 
Lumber Co., Waco, Tex. 


grilles for Gorham-Jones Lum- 
ber Company, Waco, Tex. 

Frank Jones and Robert Gor- 
ham, young partners who set 
up this swiftly expanding re- 
tail lumber yard only four and 
a half years ago, have been 
pleasantly surprised by the re- 
turns made possible through a 
mass display of the decorative 
grilles in their showroom win- 
dow. 

“This is an _ exceptionally 
simple item to display, carries 
a heavy punch in eye-pulling 
power,” pointed out Mr. Gor- 
ham. “For that reason, we 
keep from 8 to 15 of the grilles 
constantly on display imme- 
diately behind the windows, 
and separated by only a few 
feet. These grilles give the win- 
dows a highly attractive ap- 
pearance, inviting the attention 
of motorists. The variety of 
grilles ranges from $10 to $25. 





NOYO for Redwood 


THE DURABLE LIFETIME LUMBER 





NOYO, “Chief of the Redwoods,” is the spirit of helpful service that 














. has characterized the Union Lumber organization for over half a 
s Century. Put NOYO to work for you on your next order for Redwood. 
de- 

3 INTERIOR: Trim and Paneling, EXTERIOR: Sidings, Finish, 

















































od Moulding, Ceiling Gutters, Log Cabin Siding, 

red . . . 

on COMMON GRADES: Boards, Moulding, Shingles, Pickets 

Dj ion, Ti 
. ecmeacuaeal INDUSTRIAL USES: For tanks, 
SHOP LUMBER: All thicknesses pipe, cooling towers, greenhouses 
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We Proudly Announce... 





On This 4 Room, All Modern House, Including Lot. 
Where: 1527 Mowery Avenue 


(Follow the Red Arrows off the Albia Road) 


When: Saturday, April 12, from 9 a. m. to 8 p. m. (Not Shown Easter Sunday). 
Monday, April 14, Through Sunday, April 20, from 9 a. m. to 5 p. m. 


$3500 


FHA Approved and Financed. Includes Interest, Taxes, Insurance, Rayment on Principal 


Payments Only per month 
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It is our sincere hope that the people of ~eomen nor those that com- 
mute from out of town, and work here, will take full advantage of this 
| unheard of offer to own their own home. You can own your own home 
for less than you pay for rent! Remember a home deed is the best deed. 
You just can’t afford not to own your own home when a sensational 


| offer like this is available! 


And just think! You get a large 58x125 foot lot (this is the minimum 
size) .. . not just the house, but the house INCLUDING lot with sewer, 








The Wormhoudt Lumber 
Company, Ottumwa, Iowa, is 
answering the cry for more 
low-cost housing by offering a 


new 414 room house on a 
58x125-foot lot including c'ty 
water, gas and sewer connecc- 
tions for a minimum price of 
$5,300. 

This home, financed by Title 
I, Section 8, FHA, is sold with 
a $500 lot. The down payment 
is $550 with the maximum loan 
of $4,750 for a period of 25 
years. The monthly payment, 
including taxes, interest, in- 
surance and payment on prin- 
cipal, is approximately $35 a 
month. 

At a model home open house 
held recently, Wormhoudt sold 
33 of these homes. Sold unfur- 
nished, this 22x28-foot home 
has two bedrooms, bath, living 
room, and kitchen with dinette. 
Besides furnishing the house, 
new owners must do all interior 
and exterior decorating, grad- 
ing and landscaping, lay side- 
walks, and provide screens, 
gutters and downspouts. 

To qualify as a purchaser, 
the prospective buyer must 
have: 

1—A good credit rating. 

2—Income in excess of $2,400 
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a year. 
gas heat, city water —all are included in this price! a of debts and 
These are the only qualifications you need to buy this home: 4— $550 in _— for down 
1. Good credit rating. payment. 
2. Income in excess of $2,400 per year 
3. Minimum of debts and _ liabilities, 
4. $550.00 in cash (down en eed 
: S iti | TC) 
owd oecurities <ie ce 
DINING 
TREE PARKING M Loans, 1 nd Real E m toes - 
ortgage ms, Insurance a eal Estate 1} 
PEDR.OOM (jp) «ieee 
DISPLAY ADVERTISING used to attract hundreds of ren | 
visitors. Floor plan used in ad, is reproduced at right. It O 4 ©. , nee. | 
shows placement of rooms in model home, and some Ol? “4 : i 
equipment. = nae | 
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33 Low-Cost Units Sold 
At Dealer’s Open House 
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Go by these plain, hard Facts...and SAVE! 


Advance- 
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Check the price on a Chevrolet truck that's 
the right size, type and capacity to handle 
your work. You're going to find that this 
Chevrolet truck lists for less than any other 
make of truck capable of doing the job. 
Here's an immediate, cash saving. 


Design 





Cuts operating costs 


Day in, day out a Chevrolet truck works for 
rock-bottom "wages” on fuel and upkeep. 
It brings you the proved economy of Valve- 
in-Head engine, with 4-Way Lubrication to 
reduce engine wear. Extra-rugged features 
cut maintenance costs. 











TRUCKS 


Gives you the right truck for the job 


Chevrolet trucks are factory-matched to the 
job—tires, axles, frame, springs, engine, 
transmission, brakes. It’s the Chevrolet idea 
to provide you with exactly as much truck 
as you need and no more. Chevrolet 
truck users know this idea pays off. 


Saves money on trade-in 


It's right in the records that Chevrolet trucks 
traditionally bring more money on the used 
truck market—and that can mean more 
money for you when you trade or sell. 
There's another reason why more truck 
users choose Chevrolet than any other make. 





CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 





TWO GREAT VALVE-IN-HEAD ENGINES— 
Loadmaster or the Thriftmaster—to give 
you greater power per gallon, lower 
cost per load e POWER-JET CARBU- 
RETOR—for smooth, quick acceleration 
response e DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement e SYNCHRO- 
MESH TRANSMISSION —for fast, smooth 


shifting e HYPOID REAR AXLE—for 
dependability and long life e TORQUE- 
ACTION BRAKES—on light-duty models e 
PROVED DEPENDABLE DOUBLE-ARTICU- 
LATED BRAKES—on medium-duty models e 
TWIN-ACTION REAR BRAKES—on heavy- 
duty models e DUAL-SHOE PARKING 
BRAKE—for greater holding ability on heavy- 


duty models e CAB SEAT—with double-deck 
springs for complete riding comfort e VENTI- 
PANES—for improved cab ventilation e WIDE- 
BASE WHEELS—for increased tire mileage e 
BALL-TYPE STEERING —for easier handling 
e UNIT-DESIGNED BODIES—for greater load 
protection e ADVANCE-DESIGN STYLING—for 
increased comfort and modern appearance. 


CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 
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IF YOU LIVE NORTH, your attic fan should deliver a 
complete air change every 1% minutes; South, 1 minute. 
Most fans carry a certified rating in CFM’s, which tells 
how many cubic feet of air they can move per minute. 
For a 10,000 cubic foot house (not including basement or 


NOBODY EVER thought the jalousie, of Louisiana 
origin, would ever go North, but here it is—at the 
J. H. Jackson Lumber Co. in Denville, N. J. Con- 
sisting of plate glass slats in aluminum frames, 
the jalousie is being used more and more for porch 


attic) select a fan with at least a 10,000 CFM rating. 
Above attic fans are part of huge summer cooling display 


of Houston, Tex. dealer. 


winter. 


enclosures and breezeways. 
absorbing, are directional, and weather-tight in 


Slats can be _ heat- 


it’s Not Too Late for Summer Cooling Sales 


Even though it’s August, there’s still plenty of hot weather ahead—time 
enough for fans, louvers, and other home-cooling equipment. 


Much as they would like to 
have it, most people still can’t 
afford air conditioning systems, 
even in new houses. That’s why 
the market for summer cooling 
devices is still good, particu- 
larly in the South. 

Some things to remember in 
stepping up sales 
louvers, and other summer-cool- 
ing devices are these 
e Know fan ratings and sell 

fans accordingly. 

e Mount fans on sound-deaden- 
ing material (rubber, fiber 
board, etc.). 

e Install separate circuits for 
attic fans. 

e Advise yearly inspection and 
lubrication of attic fans. 

e Suggest insulation board 
covers for all outside fan 
openings in winter. 
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of fans, ., 


e Sell renters on the idea of 
window fans. ; 

e Never sell a fan on the basis 
of wheel diameter alone. 

e Sell kitchen fans for other 
uses (amateur darkrooms, 
bathrooms, etc.). 


There are standard proce- 
dures recommended by a fan 
manufacturer’s association. 
They should be followed when- 
ever possible. With louvers, re- 
member that you have the archi- 
tectural as well as the ventilat- 


MINIMUM GROSS OUTLET AREAS FOR DISCHARGE OPENINGS 





Type of Opening 


Gross Square Feet Per 1000 CFM 
Free Air Fan Delivery 





40% minimum free area. 


Wood louvres backed with 1/2" hardware cloth. 


2.27 Sq. Ft. per 1000 CFM 





50% minimum free area. 


Metal louvres backed with 1/2" hardware cloth. 


1.82 Sq. Ft. per 1000 CFM 





80% minimum free area. 


Plain opening covered with 1/2" hardware cloth. 


1.14 Sq. Ft. per 1000 CFM 





Automatic or manual shutters, 90% minimum 





free area. 





1.01 Sq. Ft. per 1000 CFM 








ONCE YOU CONVINCE your prospects that attic fans are best for summer 
cooling, as well as year-round ventilation, your next job is selection. Tell them 
that the usual 24 x 30-inch fan-louver combination isn’t always successful, that 
proper fan selection depends upon the amount of air to be discharged. Table of 
minimum opening sizes above for discharge fans will help you. In general, 
larger openings mean slower air delivery, less noise. 
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Marlite Hi-Gloss and Woodpanel 
mean Yi wwsiness this fall! 


TEAM UP with these two great new Marlite plastic-finished 
panels and double your markets, double your profits during 
the coming building and remodeling season. 

RECOMMEND Marlite Woodpanel in authentic reproductions 
of fine, fully-finished wood grains for beautiful, economical 
dens, libraries, living rooms, recreation rooms, offices, wait- 
ing rooms, bars, lounges, etc. 

SHOW your customers new Marlite Hi-Gloss, a high-quality, 
low-cost panel in Plain, Horizontaline, and Tile Patterns, 
fo creating carefree kitchens, bathrooms, dinettes, utility 
rooms, laboratories, rest rooms, operating rooms, etc. 
LAUNCH a Marlite promotion in your area. Take advantage 
of the pretested radio spots, ad mats, direct mail campaigns, 
displays, and full-color literature; display Marlite in your sales- 
room; use satisfied customer installations to sell more Marlite. 


Watch for announcement 
of new fall profit plan! 
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BATHROOM DESIGN BY EUGENE VOITA. A.|}. 


MARLITE IS NATIONALLY ADVERTISED 


During the next three months a powerful adver- 
tising campaign will presell Marlite to millions of 
potential customers. Inquiry-pulling ads are ap- 
pearing in BETTER HOMES & GARDENS, AMERICAN 
HOME, COUNTRY GENTLEMAN, SMALL HOMES 
GUIDE, POPULAR MECHANICS, HOME MAINTE- 
NANCE & IMPROVEMENT, THE FAMILY HANDY- 
MAN, AMERICAN- MOTEL, BETTER THEATERS, 
CHAIN STORE AGE, INSTITUTIONS, PROGRESSIVE 
GROCER, AMERICAN BUILDER, PRACTICAL BUILDER, 
and ARCHITECTURAL RECORD. 

Tie your local advertising to this fall program 

. and make the most of Marlite. New catalog, 
new Hi-Gloss and Woodpanel full-color folders are 
ready now. See your Marsh Representative or 
write MARSH WALL PRODUCTS, INC., Dept. 741, 
Dover, Ohio. Subsidiary of Masonite Corporation. 





PREFINISHED 


WALL and CEILING PANELS 
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SOUTHERN PINE LUMBE 


KILN DRIED YELLOW PINE --- END-MATCHED FLOORING --- TIMBERS 


TEXARKANA U. 


-- GAK FLOORING 
SALES OFFICE 


SOUTHERN HARDWOODS 
DIBOLL ano PINELAND, TEXAS 


MILLS 
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KITCHEN FANS are good year-round display items. Stand at left is in the 
Waukesha Lumber Co., Waukesha, Wis. Counter display above stresses removal 
of kitchen odors, is located in Wille Lumber and Fuel Co., Mt. Prospect, Il. 
Both units are economical and can be installed by the homeowner himself, at 
least where a wall type of installation is desired. 


ing aspect of the problem to 
consider and that it’s better to 
have a louver area that is more 
than ample, rather than one 
that’s architecturally correct 
but far too small. 

Hardware cloth (14”), is one 
of the best materials to recom- 
mend for discharge openings. 
It keeps out birds and rodents, 
yet does not require constant 
cleaning and offers very little 
resistance to air flow. 
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LOUVERED DOORS are another that 
should be brought to customer’s atten- 
tion during summer months. Though 
not good sound insulators, doors are 
often only solution to cross ventila- 
tion, which many cramped, inside bed- 
rooms need. Above ad is part of Hines 
Lumber Co.’s attempt to secure more 








summer-cooling business. 
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8's new, revolutionary! Keiser Aluminum thode Sersening ko opt 
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Kaiser Aluminur) 


_ SHADE SCREENING 


LIEBER’S, APPLETON, WIS., featur: 
ing aluminum shade screening in 
newspaper ad, is right in line with 
current summer-cooling drive. Scrien 
repels insects, sun, yet does not vb- 
struct view to great extent. 
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THESE WIZARDS WITH Wo00D 
Get the town’s population 


To thank helpful Hank 





















With a great celebration 















































how! How to fix wood... 
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times a day customers ask you 


wood! Well, here’s how! Recommend 


Weldwood Glue, Firzite and Satinlac. These 


friends for you wherever you sell them. 





























How? How? How? A dozen 


how to finish 


wizards give such wonderful results, they make 


And each sale gives you a healthy profit besides. 











Largest Selling Wood Glue — 


WELDWOOD 
PLASTIC _ GL UE 


For making things 
or fixing things, 
recommend Weld- 
wood Glue—for all 
wood - to - wood 
bonds and many 
other uses. Makes joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c; 5 Ibs., 10 Ibs., 25 Ibs. 


( “WELD WOO?) 
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Blond or pickled effects call for 


WHITE FIRZITE 


Recommend WHITE 
Firzite for magical 
+ woodsy effects on 
‘ hardwood or soft, 
plywood or solid 
lumber. For light 
pastel tones, recom- 
-mend WHITE Firzite 
tinted with Colors- 
in-Oil. For soft wood and fir plywood 
paint jobs, recommend WHITE 
Firzite as an undercoat, to help pre- 
vent grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
ment CLEAR Firzite, to tame wild, 
unsightly grain. Over 40 million feet 
of fir plywood sold every week — what 
a market for Firzite!) 








Big demand for natural wood finishes, sells 


SATINLAC’ 


The big modern style 
trend is for light 
y natural wood fin- 
ishes — on furniture, 
wood panelling and 
woodwork. When 
customers ask you 
what to use, you'll 
make friends by re- 
commending SATINLAC. It brings 
out and preserves the natural grain 
and color-beauty- of any plywood or 
solid wood. Water. clear Satinlac 
avoids that “built-up” look. Easy to 
brush or spray; dries “dust-free” in 
20 minutes, ready for next coat in 3 
or 4 hours. 

In pints, quarts, gallons, drums. 
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UNITED STATES PLYWOOD CORPORATION, New York 36, N. Y. 


and U.S.-MENGEL PLYWOODS, INC., 


Louisville 1, Ky. 


Branches in Principal Cities — Distributing Units in Chief Trading Areas 
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INDUSTRY LEADERS SPEAK at a Producers’ Council panel. Subject: “The 


Construction Outlook for the Months Ahead.” 


Left to right, A. Naughton Lane, 


president, the Producers’ Council; Walter E. Hoadley, Jr., economist, Armstrong 
Cork Co.; Arnold E. Chase, National Production Authority; Arthur S. Goldman, 
market research director, The Magazine of Building. 


Construction Outlook Bright 


Tremendous repair and remodeling market 
facing dealers, The Producers Council members are 
told at semi-annual meeting in New York. 


Retail building materials 
dealers can feel encouraged by 
the remarks by Walter E. 
Hoadley, Jr., economist for 
Armstrong Cork Co., at the 
semi-annual meeting of The 
Producers’ Council, Inc. in New 
York City last month. 

Estimating that the repair 
and remodeling market is one- 
third as large as the new con- 
struction market in most areas 
and much larger in other sec- 
tions, Mr. Hoadley said this 
tremendous market “will be 
with us indefinitely.” 

Industry and government 
spokesmen at all sessions 
agreed that the construction 
industry faces a bright future. 
Members of the national or- 
ganization of building prod- 
ucts manufacturers heard 
speakers on two panels discuss 
the construction outlook and 
marketing problems. 

One reason for the big repair 
and remodeling market, Mr. 
Hoadley pointed out, is that for 
many years the industry as a 
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whole built too small a house. 
Consequently, there is now a 
demand for added rooms. 

“Admittedly, this means 
‘business in small chunks’,” the 
economist said, “but the mar- 
ket will be there.” 

The fact that at least two- 
thirds of American families 
can now afford a home of their 
own is a strong factor in hold- 
ing up construction, said Mr. 
Hoadley. Only one-third of 
American families could afford 
a home before World War II, 
an important change in the eco- 
nomic picture for the benefit 
of the retail lumber dealer. 

A decline may be expected 
in residential and _ industrial 
construction in the next two or 


three years, predicted Arm- 
strong’s economist, but the 
home repair and remodeling 


market can offset this drop. 
The building industry as a 
whole is not operating at full 
capacity. No fear exists of tre- 
mendous shortages, and inven- 
tories are adequate for service. 





“We think the outlook for 
business in the next 18 months 
is very good,” declared Arnold 
E. Chase, representing the Na- 
tional Production Authority. 
“There is nothing in the pres- 
ent situation which indicates a 
substantial downturn in late 
1953. It is difficult to find any 
type of construction where any- 
thing but further expansion is 
needed.” 

Trends by types of construc- 
tion were forecast as follows: 

Military — diminish starting 
next year if international situ- 
ation does not worsen. 

Industrial — expansion  pro- 
gram involving basic metals al- 
most completed. Outlays tor 
new industrial plants will de- 
cline next year and remain be- 
low present levels at least 
through 1955. However, other 
phases of industrial construc- 
tion will continue. No sharp 
decline in industrial construc- 
tion indicated. 

Housing — continue at 1951- 
52 rate until 1960’s when post- 
war crop of babies become of 
marriageable age. 

Schools—substantial increase 
indicated next year. Many ad- 
ditional rooms needed by 1955 
and each year thereafter. 

Commercial—continuance at 
1951 rate for several years. 
Commercial space has not kept 
pace with population growth. 

Highways — great need, but 
availability of funds limiting 
factor. 

The official government fore- 
cast for new construction to be 
put in place during 1952 ex- 
ceeds $32 billion compared 
with the revised estimate for 
1951 of just over $31 billion. 
The increase is principally pub- 
lic construction—expansion of 
military and atomic energy (a- 
cilities. 

In 1953 it is expected that 
the total amount of new con- 
struction will drop back to the 
1951 level (around $31 billion), 
Mr. Chase said. At the same 
time an increase is expected in 
commercial and other non-resi- 
dential building and in high- 
way construction. 

Loss in steel production 
caused by the strike will de ay 
the easing of restrictions on 
new projects. The supply of 
steel, Mr. Chase estimated, 
will be the limiting factor on 
construction in 1953. He said 
his personal opinion was tat 
restrictions and regulations af- 
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NDOW has bt € fede. 


lts stainless steel frame makes stocking and 
ig handling this fast-selling unit easier and safer. 
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ditioning efficiency. Twindow is available also with the 
HE big and ever-growing de- outer pane of Solex Heat-Absorbing Glass—“the best glass 
Saas for large window areas under the sun”—to cut down the sun’s glare and to keep 
means a large-volume, high-net- interiors 10 to 20 degrees cooler. 
proht opportunity for you to cash-in with Pittsburgh’s Why not go after this business right now? Make a 
['window—the window with built-in insulation. For here is thorough check of your local needs and arrange for an ade- 
the easiest unit to sell; the easiest and safest to stock and quate stock of the sizes most popular in your district. There 
handle. are +7 standard Twindow units available to fit the standard 
of Its exclusive stainless steel frame—protecting the seal wood, steel and aluminum sash made by sash manufac- 
fa- ind glass edges—literally means that Twindow “has the turers. You can obtain Twindow units from many glass 
edge!” This frame makes handling and storing easy, quick jobbers, your nearest Pittsburgh Plate Glass Company 
hat and safe. Twindow has the edge, too, in quality, depend- branch and, on the west coast, from W. P. Fuller & Com- 
on- ability and economy. For it affords all the advantages of pany branches. Fill in and return the coupon for literature 
the picture windows, without sacrificing heating and air-con- and other information. 


‘| "TWINDOW 


ca the\ window with built-in insulation 












Pittsburgh Plate Glass Company 
2228-2 Grant Building, Pittsburgh 19, Pa. 


Without obligation on my part, please send me descrip- 
tive literature and installation details on TWINDOW. 
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GLENN STANTON, president, Amer- 
ican Institute of Architects, and 
chairman of the luncheon panel. Ses- 
sions of The Producers’ Council and 
the American Institute of Architects 
were held concurrently at The Wal- 
dorf-Astoria. 


fecting materials will not limit 
construction after an “undeter- 
mined date” early in 1953. The 
one exception is nickel contain- 
ing stainless steel which will 
be scarce for some time. 

Homeowners need a lot more 
room than they are now getting 
in their homes, Arthur S. Gold- 
man, director of market re- 
search for the Magazine of 
Building, told the session. He 
estimated that interior space 
could be increased 18-20% for 
an additional $200. He also 
suggested greater use of the 
“package mortgage” to include 
home furnishings and appli- 
ances in the mortgage on a 
long-term basis. Air condition- 
ing, as already seen in the 
southwest, will be the next big 
gimmick used _ to. promote 
homes. 

Complacency and insularity 
are the greatest roadblocks to 
industry progress, asserted Mr. 
Goldman. Working as a team, 
architects, manufacturers, 
builders and _ suppliers can 
help the industry move for- 
ward on all fronts. 

At the luncheon panel on 
marketing problems, Kenneth 
E. Wischmeyer, first vice presi- 
dent of the American Institute 
of Architects, challenged the 
industry to organize itself so 
it can speak as a group. 

“We are the most unorga- 
nized, least systematized indus- 
try in this country,” declared 
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“RESEARCH 
of the industry,” says L. O. Ottinger, 


IS THE LIFE BLOOD 


president, U. S. Plywood Corp. 


Mr. Wischmeyer. “We would 
get a lot more respect in Wash- 
ington if we could speak as a 
group.” 

The need of developing an 
expanded market for building 
materials was pointed up by 
L. O. Ottinger, president, U. S. 
Plywood Corp., who estimated 
the fir plywood production this 
year will reach four billion 
feet, while consumption is not 
expected to exceed two billion 
600 million feet. He said sub- 
stantially lower prices on fir 
plywood can be expected. 

“Research is the life blood of 
our business,” asserted Mr. Ot- 
tinger, calling on industry to 
spend as much in this field as 
it can intelligently. New uses 
for wood waste for cheaper, 
and in some cases better things, 
were mentioned by the plywood 
executive. 

Every man engaged in the 
building industry should take 
an active part in encouraging 
new schools, hospitals and 
community projects, declared 
architect Norman J. Schloss- 
man, another panel speaker. 

“Too often, we’re conspicu- 
ous by our absence or opposi- 
tion,” he declared. 

A. Naughton Lane, president 
of the Producers’ Council, was 
chairman of the morning panel 
and Glen Stanton, president, 
American Institute of Archi- 
tects, was chairman of the 
luncheon panel on the final day 
of the three-day session. 








What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 

Rate yourself 12 points for each 
correct answer. 100-90%—excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1—How many homes in 
America require modernization 
and improvement according to 
the National Retail Lumber 
Dealers Assn.? 


2—How much money is pro- 
vided for home loans in the 
1952 Housing Act? 


3—What manufacturer offers 
Douglas Fir in _ specified 
lengths? 


4—A famous glass manufac- 
turer has just introduced a new 
method of ventilating glass 
block panels. How is it dif- 
ferent? 


5—Natural cedar-ridge wall 
paneling is another new prod- 
uct advertised in this issue. 
What is the manufacturer's 
name? 


6—What association has pub- 
lished a clever new booklet de- 
signed to increase the dealer's 
remodeling business? 


7—Where can you buy »al- 
letized oak flooring at no aidi- 
tional cost? 


8—How does a Minnesota 
dealer do his estimating on an 
item in 20 seconds? 


9—Where could you find! 4 
dealer using grocery suel- 
mart techniques? 


10—How many builders were 
required to build a farm in 4 
day? 
Answers on page 94 
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( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 
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M ost dealers report: 
‘Our sales of Dur- 
m’s_ Rock - Hard 
ater Putty keep 
ubling, year after 
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year.” What’s more, ; — 
r ’ COMPANY 
Durham’s Rock- FS Des Moines 4 
Hard Water Putty lowa 





gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
le _—, fany pa oe tching materials may shrink 
fall out or ¢c ip off. Durham’s Rock-Har 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
—. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of eath on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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Write for selectionof popular 


VISITOURS 
Packaged all expense- 
included thrill trips with 
meals, shows and all the 
sights of the wonder city. 


Leslie £..<Paul 


Managing Director 





SG 


West 49th STREET bet. 
BWAY.and RADIO CITY 
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Around the 
Country 


De This Drive 


2x4as 
28S 

CAR SIDING 
SHIP LAP 
SHINGLES 
INSULATION 
ROOFING 
SIDING 
FLOORING 
FELTS 
GYPSUM BOARD 
ROCK LATH 
SARD 
CEMENT 
REINFORCING 
CRUSHED ROCK 
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Gives Three-Way Service 


Large, easily read, black-lettered 
merchandise directories painted on 
the white doors of the lumber sheds 
at Home Lumber & Supply Com- 
pany, Parsons, Kan., has three 
practical uses. It tells the cus- 
tomers what each shed contains. 
It serves as a constant reminder 
of the large variety of building 
materials that the company carries 
in stock; and it facilitates service 
to customers by helping them drive 
their cars or trucks into the cor- 
rect lane, permitting rapid service 
on heavy loads. 








Decorates Dealer's Office 
This life-size oil painting of Paul 
Bunyan enclosed by a rough nat- 
ural wood frame, is a striking dec- 
oration in the headquarters of the 
Baltimore (Md.) Lumber Co. The 
painting was secured in Paris by 
Dan Schloss, an executive of the 
Baltimore firm. The interesting 
background is composed of inter- 
woven strips of birch plywood. 





ACOUSTICAL TILE NAILS 
designed for te 





When installing acoustical tile choose a 
job-designed nail that combines ease of 
application with these special features: a 
head end which allows the nail to be 
driven home without damaging the tiles 
...a collar which holds the tiles firmly in 
place...annular threading which gives su- 
perior holding power. The nails are fur- 
nished with a plated finish to prevent rust 
streaks where moisture is present. Send 
for free samples and descriptive literature. 


i] JOHN HASSALL, INC. 


156 Clay Street 
Brocklyn 22, N. Y. 





sources of EXTRA 
» PROFIT tor YOU 











1. Sell Shinglstik with Every 
Asphalt Shingle Sale. 

2. Sell Shinglstik to Prevent 
Wind Damage to Existing 
Roofs. 


There’s something missing from your customer's 
roof when wind tears loose his asphalt 
shingles . . . and there’s something missing 
from your profit ledger when you miss selling 
the complete package . . . SHINGLSTIK 

with every asphalt shingle sale. Send for your 
free sample and learn how SHINGLSTIK, 

the only tailor-manufactured asphalt shingle 
sealer, does a better job on asphalt shingle 
roofs and for your pocketbook. 


 eeptngeetaiendcergani os 
FOR FREE TEST-SAMPLE 


Send correspondence (postcard or letter) to: 


Shinglstik 
7600 Truman Road 
Kansas City, Mo. 


Include your name, company and com- 
plete address including brand name of 
asphalt shingles you carry. 


Note: Samples cannot be distributed 
without suppliers name. Sample distri- 
bution limited to territory between the 
Allegheny and Rocky Mountains. 
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WHAT’S NEW 





Products .... Sales Aids... . Literature 


SEND FOR THESE: 


New or potential home craftsmen 
will be interested in two new book- 
lets released by the Delta Power Tool 
Division of the Rockwell Manufactur- 
ing Company. “Clarence Riethman 
Had a Dream House and Built It 
Himself,” is a documentary story by 
Mr. Riethman on his success in build- 
ing his own home using a Delta cir- 
cular saw and jointer. The 12-page 
illustrated story with details of plan- 
ning and costs, can be of great value 
to those contemplating building their 
own home. “Space Limited?” is de- 
signed to assist those planning a home 
workshop by giving basic informa- 
tion on how to establish one. It de- 
tails plans for shop placement in the 
home—as to convenience, saving of 
space, and basic Delta units needed 
to accomplish satisfactory work pro- 
jects for the beginner. Write Delta 
Power Tool Division—Rockwell Man- 
ufacturing Company, Dept. AL, 400 
N. Lexington Ave., Pittsburgh 8, Pa. 


Skandia _ directional lighting _fix- 
tures are introduced in a new 8-page 
catalog. These metallic, accent lights 
are adjustable for direct and indirect 
lighting, for wall and ceiling mount- 
ing. They come in a choice of four 
styles—with bullet, diagonal, commer- 
cial or megaphone cones in individual 
units or in clusters. Color is natural 
aluminum, brass or copper. Finish is 
baked lacquer. Forty-eight units in 
the line are described and illustrated 
in the brochure, including seven 
unique ceiling-drop fixtures with nu- 
merous residential and commercial 
possibilities. Write Eagle Manufac- 
turing Company, Dept. AL, 3508 Ava- 
lon Blvd., Los Angeles 11, Calif. 


Steeltex Floor Lath, a new booklet 
called DS-133, contains material of 
considerable interest to architects 
and contractors. Floor Lath is a com- 
bination form and reinforcement for 
concrete floors and roofs over steel 
or concrete joist construction. For 
copy of this booklet write Pittsburgh 
Steel Products Company, Dept. AL, 
1490 Grant Bldg., Pittsburgh 30, Pa. 


A complete portfolio describing 
dealer helps that range from a full- 
size, 8’ or 9’ wide working display 
door to a series of four 2-color post- 
cards, has been prepared by Strand 
Garage Door Division of Detroit Steel 
Products Company. The portfolio is 
bound into a 21-page book with a 
two-color cover and carries reproduc- 
tions of all available dealer helps 
which can be used in the promotion 
of Strand garage door sales. Included 
is an explanation of the painted dis- 
play door which can be erected on 
the premises of a dealer, descriptive 
catalog sheets, consumer folders, in- 
struction sheets covering installation 
of all door types, reprints of national 
trade paper ads, reproduction of a 
counter cutout display, a postcard 
direct mail campaign, description of 
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newspaper ad-mats in various sizes 
and of mounted halftone cuts for 
dealer catalogs, as well as prepared 
publicity releases and radio commer- 
cials. For copies of the portfolio 
write Strand Garage Door Division, 
Dept. AL, Detroit Steel Products Co., 
2250 E. Grand Blvd., Detroit 11, Mich. 


Modestly-priced brick homes are 
featured in a brand new planbook 
published by the Structural Clay 
Products Institute. Plans for 45 
homes, representing a _ cross-section 
of modern architectural styling, are 
included in the new book. Most are 
designed to be built for less than 
$15,000 in the average home building 
market. Reflecting the trend in Amer- 
ican homeowners’ tastes, 42 of these 
plans are for one-story ranch style 
designs. The new book contains use- 
ful suggestions for modern and tra- 
ditional fireplaces, and helpful how- 
to-do it information on building out- 
door terraces, walks and _ barbecue 
grills. The planbook is available at 
50 cents a copy. Write Structural 
Clay Products Institute, Dept. AL, 


1520 18th St., N.W., Washington, 
D. €. 
Instructions on the proper care 


and maintenance of asphalt tile floors 
have been released by the Asphalt 
Tile Institute. The folder gives sim- 
ple rules for cleaning and waxing, 
and also describes the recommended 
types of casters, glides, and other 
floor protection equipment to be used 
on furniture to prevent marring or 
indenting the surface of asphalt tile 
and other resilient floors. For copy 
write Asphalt Tile Institute, Dept. 
AL, 101 Park Ave., New York 17, 
IN. Bia 


Incorrect use of the thermostat is 
one of the common causes of failure 
to maintain comfortable temperatures, 
according to a non-technical circular 
on “Controls for Central Heating 
Systems.” For most efficient opera- 
tion, this 8-page pamphlet advises 
that the thermostat should be located 
where it can measure temperature 
which is representative of the air 
in the house. It should be away from 
heat sources and drafts. For copy, 
write Small Homes Council, Dept. 
AL, University of Illinois, Urbana, 
Ill. The price of the pamphlet is 10c. 


Burglary protection described in a 
new booklet, tells how the Reming- 
ton Rand Money Chests protect money 
and valuables and reduce burglary in- 
surance rates. These chests are made 
of heavy tough steel and are equipped 
with sturdy combination locks or time- 
locks. They come in a variety of sizes 
designed for special purposes, rang- 
ing from 175 pounds to over two tons. 
The chests can be installed inside 
Safe-Cabinets thus affording double 
protection against both fire and theft. 
For a copy of booklet write Reming- 
ton Rand Inc., Dept. AL, 315 Fourth 
Ave., New York 10, N. Y. 











10-Day Free Examination Offer 


The “Billy Beaver” newspaper 
advertising campaign, covering 52 
weeks as prepared with the assist- 
ance of a successful dealer, is of- 
fered on a 10-day free examination 


basis to lumber-material dealers 
reading this publication. “Billy 


Beaver” ad service is being sold on 
an exclusive basis to only one 
dealer in a town on a first come- 
first-served basis. Illustration shows 
“Billy Beaver” book of 52 ads, the 
52 mats sent with this service and 
several pages from the book show- 
ing the ads themselves. Basic size 
of ads is two columns wide by 3!»” 
deep, but may be run larger at 
dealer’s option. Cost of the “Billy 
Beaver” campaign consisting of an 
attractively bound book containing 
52 different ads plus 52 newspaper 
mats is $26.00. To take advantage 
of the 10-day free examination 
offer on the “Billy Beaver” ad 


campaign, write Bradham & Com- 
pany Advertising, Dept. AL, Pied- 
mont Bldg., Greensboro, N. C. 


New Interior Finish Display 
A new full-color Nu-Wood «:s- 
play, featuring dramatic “befo:e” 
and “after” photographs of rem: d- 
eled interiors, has been added to 
Wood Conversion Company’s list of 
dealer sales helps. Aimed at present 
consumer needs for more liv! 1g 
space, the displays show a compl:te 
line of cellophane-wrapped u- 
Wood interior finish samples ir 4 
unit, that can be used in the window 
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New plant 
building of the 
Unistrut 
Corporation, 
Wayne, Michigan, 
where outside 
and inside walls, 
ceiling, and roof 
lining were 

built of %"’ 
“Century” APAC 
asbestos-cement 
structural board. 





“CENTURY” 


APAC asbestos-cement sheets 





slide into channels quickly and give lasting, 





economical walls and lining 





The men in the picture above are using a unique 
method of fabricating a ceiling with %” “Century” 
APAC: the strong, durable Asbestos-Cement Sheets 
are being secured in steel channels without the use 
of fasteners. As can be seen, the Unistrut Corporation 
building, inside and out, was erected this way, even 
to a lining under the built-up roof. 


But, as you know, the conventional methods of apply- 
ing economical ‘Century’? APAC are also time- 
and labor-saving. The big sheets (standard 4’ x 8’) 
are casy to handle—go on any wall fast, and can be 
secured with screws or ring-fettered nails. Cutting 
and drilling on the job is a simple matter. And 
first cost is last, for ‘Century’? APAC never needs 
painting though it takes standard paints well if plans 
call for decorative colors. 


Add to these economy features the facts that “Century” 
APAC, a tough combination of mineral asbestos and 
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portland cement, is fire and weather resistant... 
gives permanent protection against costly attacks by 
rats, termites and destructive insects. 


Your customers are being told how ‘“‘Century’? APAC 
fits progressive design and construction like a glove. 
It’s easy to sell them on using “Century”? APAC 
Asbestos-Cement Sheets. Write for further information. 


Nature made Askestos... 


Keasbey & Mattison has made 
it serve mankind since 1873 





KEASBEY & MATTISON 


Company « Ambler « Pennsylvania 
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or on the counter of yard offices, 
or at dealer home shows and open 
houses. The display is available in 
two sizes, both of which contain 
the complete line of cellophane- 
wrapped samples of Nu-Wood 
board, plank, and tile in Sta-Lite 
and Kolor-Fast finishes. New sam- 
ple labels show methods and appli- 
cation, and photographs of beau- 
tifully remodeled Nu-Wood _inte- 
riors. Photo shows Minneapolis 
model “Ginnie” Cease looking over 
the new cellophane-wrapped Nu- 
Wood samples. Write Wood Con- 
version Company, Dept. 120-62AL, 
First National Bank Bldg., St. 
Paul 1, Minn. 





The Cover-Lite Door 


An entirely new kind of door— 
a translucent fiber glass door with 
decorative shadow designs — has 
just been introduced by its de- 
signer, W. D. Barton. Barton’s 
door, known as the Cover-Lite door, 
is made by laminating a piece of 
translucent fiber glass to each side 
of a pine panel, standard door-size, 
built to a cutout design. Light 
passes through the cutout areas in 
the pine core leaving the wood pat- 
tern in soft shadow. Viewed in 
daylight from the outside, the door 
appears as an iridescent panel of 
jewel-like fiber glass. From inside, 
the shadow pattern can be seen. 
At night the reverse is’ true—inte- 
rior illumination making the shad- 
ow pattern visible from the outside 
only. Five different core-patterns 
are available, but customers, if they 
wish, can have their own individual 
designs made up. (Some request 
their family initials or family 
crests be incorporated in a simple 
design.) The translucent fiber glass 
comes in six non-fading colors: 
Rose, Maize, Leaf Green, Lite 
Green, Aquamarine, Opalescent and 
an opaque off-white named Moon 
Glow. Write Cover-Lite Company, 
Dept. AL, Danville, Calif. 


74 









eta 


$ 


For Home Weedueiliors 


A monthly woodworking infor- 
mation sheet is being offered, free 
of charge, by DeWalt Inc., makers 
of the well-known line of power 
cutting tools. The name of the 
bulletin is Make It Yourself, and 
though addressed primarily to 
home users of the DeWalt Power 
Shop, it will carry items of detailed 
wood working information which 
will be of interest to all persons 
engaged in all phases of woodwork- 
ing. For free copies of this infor- 
mative bulletin write DeWalt, Inc., 
Dept. AL, 51 Fountain Ave., Lan- 
caster, Pa. Ask to be placed on the 
Make It Yourself mailing list. 


SONITE 


Masonite Display 


A display useful on the counter, 
in a window or on a wall has been 
released by Masonite Corporation 
to selected lumber dealers to empha- 
size two products applied in the 
home—Leatherwood for dens, game 
rooms, cabinets, counter fronts and 
wainscots, and Temprtile for the 
walls of bathrooms, kitchens, laun- 
dries and utility rooms. Litho- 
graphed in four colors, the display 





has space on a center stage for the 
dealer’s display of kindred items, 
such as a small can of enamel, a 
paint brush or a striping tool. Two 
painted and two plain samples of 
Leatherwood and Temprtile are 
slotted at the sides of the stage. 
They may later be replaced by the 
dealer with other Masonite brand 
samples. The painted samples ave 
finished in colors that match those 
in the den and bathroom lithograp!is 
shown on the back portion of the 
display. A label on the back of 
each painted sample gives direc- 
tions for applying the colors. Ma- 
sonite salesmen are distributing the 
displays to dealers having maximum 
traffic and adequate stocks of the 
products displayed. Write Mason- 
ite Corporation, Dept. AL-47, Box 
777, Chicago 90, Ill. 























New Outdoor Disposal Units 


Three new, improved outdoor 
refuse disposal units are designed 
to provide safe backyard trash and 
garbage disposal. These Alsio 
Units are said to burn with intense 
combustion and prevent flying ash, 
blowing, burning bits of paper, 
excessive smoke and smell. The 
new models EC and D incorporate 
a baked-on ceramic coating that is 
rust-resistant regardless of clima‘e. 
All models now manufactured ‘y 
the Alsto Company have been ie- 
designed to provide a new handle 
and hinge arrangements for simp'i- 
fied loading, lighting and burnin z. 
The manufacturer reports the Als 0 
Trash Disposal Units have ben 
tested and recommended by Bu- 
reaus of Fire Prevention throug'i- 
out the nation and that the wit 
safely and quickly burns any refu;e 
damp, green or dry as close to ‘0 
feet from buildings or shrubs. For 
literature write Alsto Company, 
Dept. AL, 4007 Detroit Av-., 
Cleveland 13, Ohio. 
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No job's too big 


No job's too small 


We're the labor-saving Hardboard Twins 


Yes, we’re Stan and Temp, the Weldwood Hardboard twins... 
two of your busiest and best helpers on any job! 

You probably know us best by our full names... 

Weldwood Standard Hardboard and Weldwood Reztemp 
Hardboard, the resin and oil treated, water-resistant surfacing 
material. 

But, called by any name, we’re known as just about the most 
versatile helpers in the building business. 

That’s because we’re rugged and tough, sturdy and strong. 
We’re hard working but easy to work. And we cut with sharp, 
clean edges. 

Light in color, too, we’re easy to paint. No wonder we’re such a 
help on so many different projects. 

Put us on your payroll. Your customers will thank you for it. 
And you'll thank us for putting a “pretty penny” of profit in your 
pocket. Order us from your Weldwood supplier. 


WELDWOOD’ Hardboard 


Manufactured by Abitibi Power and Paper Company 
Distributed Exclusively By 


UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y. 
Branches in Principal Cities * Distributing Units in Chief Trading Areas 






































To meet all your requirements: both 
Standard and Reztemp Grades of 
Weldwood Hardboard come in three 
popular thicknesses: 1/8”, 3/16”, 
and 1/4”. In sizes: 4’x6’, 4’x8’, 4’x10’, 
4’x12’ and 4’x16’. Panels up to 4’x12’ 
are wrapped six to a package. Weld- 
wood Reztemp Tile Board is avail- 
able only in 1/8” thickness and sizes 
4’x4’, 4’x8’, and 4’x12’. 

Call your Weldwood salesman for 
Weldwood Hardboard or Tile Board 
today. 














New — Lightweight — Compact 
FOLDING ATTIC STAIR > / 


All-steel, precision built for safety and durability, 
the HAWKINS METAL HIDE-A-STAIR is simple and fast 
to operate, weighs less than 25 pounds, takes a mini- 

mum of space. 


By making valuable attic 
storage space available, it 
adds sales value to any home. 
Can double for use as attic 
fan opening. 





— Comes completely assembled 

— Packaged ready for quick and easy installation 
— Adjustable spring tension 

— Meets all F.H.A. requirements 

— Pre-tested for poundage pull 


ADJUSTABLE 
WINDOW GUARDS 


Attractive, simply-designed, 








folder. 
Also — PREFABRICATED ADJUSTABLE RAILINGS 


and save customers up to 200%. 


Write for Details 


319 NORTH FOURTH STREET 





METAL HIDE-A- STAIR I 


wrought steel, fit any window. Installed or 
removed quickly with special key. Send for 


Guaranteed to fit any normal porch or step arrangement. Fill orders from stock 


HAWKINS IRON COMPANY, INC. 


BIRMINGHAM 4, ALABAMA 
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New Finish Announced 
Originators of the steel sliding 
closet door unit for home builders, 
The Building Products Division of 
The American Welding & Manu- 


facturing Company, announces that 
these Amweld units will now be 
available in birch grain finish to 
harmonize with flush birch swing 
doors. Copied from natural birch 
grain, sliding panels supplied in 
the new baked enamel birch finish 
require no additional painting, and 
are very easy to clean and keep 
clean. They will supplement, but 
not replace, the standard Amweld 
sliding closet door units in grey 
baked-on prime coat, which will be 
furnished when desired. Also new 
is all the hardware supplied with 
this birch finished knocked-down 
unit—new with respect to the supe- 
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COSTS NO 
MORE! 


IN HARCOPALLETIzEp 





UNITS | 


Because of extra labor and material required, 
you would expect HARCO Palletized oak flooring 
to cost more per thousand feet than flooring 
shipped in individual bundles. 

the price is the same. 


The important thing about HARCO Palletized 
Units is that you start cutting overhead the 


Actually, 


minute you begin handling your oak flooring in these modern units. 
With a fork lift, you save up to 75 per cent in labor costs on every’ 
car you unload and warehouse. Even with a hand lift pallet 


truck, you materially reduce unloading time and labor. 


Any way you 


figure it, you increase the efficiency and economy of your yard 
operation when you buy oak flooring in HARCO Palletized Units. 


Remember this, too. 


Every foot of HARCO flooring is trade- 


marked and NOFMA grade-marked; uniform in texture and color, 
and precisely machined for surface smoothness 


and perfect matching. 


Whether you have fork lift equipment | 


or not, it will pay you to investigate the many 


advantages of HARCO Palletized oak flooring. 
Descriptive folder sent on request. 


PALLET|7z 
FLOORING. 


EACH-MAY-WILSON, INC. 





AL Oe A, 
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rior plastic materials used and new 
in the design which permits ins‘ al- 
lation of all parts by simply snap- 
ping them into place. New non- 
tarnishing plastic door pulls—«ne 
for each edge of each sliding panel 
—harmonize with the birch finish. 
Write The American Welding & 
Manufacturing Company, Dept. 


AL, 320 Dietz Road, Warren, Ohio. 


Spray Painting Booklet 
A complete guide of spray paint- 
ing titled, “Spray Painting Made 
Easy,” for hobbyists, homeowners, 
and craftsmen, has been published 
by the DeVilbiss Company, manu- 
facturers of spray-painting equip- 
ment. The booklet, which sells for 
35c, includes short cuts and hints 
for spray painting and information 
covering everything from the cor- 
rect equipment to the spray paint- 
ing procedures. There are also job 
set-ups as well as sections on furni- 
ture, walls and woodwork spraying, 
and metal finishing. A material 
guide covers the various finishing 
materials used in the spray appli- 
cation. A _ special section in the 
booklet gives quick data on 62 dif- 
ferent types of spray jobs. Write 
DeVilbiss Company, Dept. AL, 300 
Phillips Ave., Toledo 1, Ohio. 


Warp Offers Packaged Molding 


For easy and low- 
cost application of 
Warp’s window ma- 
terial, Warp Bros., is 
offering economy 
Package Molding. In 
addition to a regular 
wood screen molding 
of ponderosa pine, the 
manufacturer has in- 
troduced a fibre type. 
The Fibre Molding is 





made from a_ heavy Winpow 
fibre board that is MATERIAL: | 
bonded with a water- 
proof resin. It can be or 





WATERPROOF 
Fipre Boaro 


retailed at six ft. for 





LE LEE FBI SQ 





5c and is satisfactory Z 
, ania Warp BROS % 

for one season instal- y 

lations. Both types Xie"! 


are packed in neat 

cartons that convert into dispe!s- 
ing displays. Write Warp Brs., 
Dept. AL, 1104 N. Cicero, Chica 20 
51, Ill. 
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Buiget Bevel Tile 

ermak Tile Company, Inc., an- 
nounces the addition of a new field 
tile to its line of plastic wall tiles. 
Known as the Budget Bevel tile, it 
wi!! be priced approximately 20 
per ent under Cermak’s premium 
Cleveland Bevel Edge tile. The new 
Budget Bevel tile is 414 inches 
squire. Its edges have a graceful 
be\| giving it a deep, tufted ap- 
pearance. Entirely opaque, it is 
available in Cermak’s complete 
ranve of 22 solid and marbleized 
colors. Frank Cermak, president, 
reported “The new Budget Bevel 
tiles are strictly a quality tile.” 
He continued by saying, “Only vir- 
vin polystyrene is used in their 
mauufacture.” Identical in appear- 
ance to Cleveland Bevel Edge tiles, 
the new Budget Bevel is lighter in 
construction. Once installed it 
would be difficult to tell the differ- 
ence between these two plastic wall 
tiles. Cermak’s standard trim tile 
is used with either style of field 
tile. For samples of the new Bud- 
get Bevel field tiles, write Cermak 
Tile Company, Inc., Dept. AL, 4901 
Brookpark Road, Cleveland 29, 
Ohio. 





New Koroseal Tile "Special" 


handsome new pattern in the 
well known Koroseal group makes 
its appearance at the summer 1952 
markets, in both tiles and roll goods. 
Its distinguishing feature is an 
overall random chip-point marking 
anc a wide variety of colors keyed 
to today’s decorating needs. “Spe- 
cial” is ideal for general residential 
lise. and has great appeal for bud- 


get-conscious customers, many of 
whom will want to install this tile 


themselves. This pattern is also 
available, in a_ slightly lighter 
Weight known. as “Standard’’, in 
yard goods and counter top mate- 
rial Koroseal Special and Koroseal 
Staidard have a nonporous, easy- 
to-clean, tough surface that is un- 
affected by grease, oil, alkalis and 
strong soaps. Only an occasional 
thin coating of wax is needed unless 
a high lustre is desired. Write 
Sloane-Blabon Corporation, Dept. 
oy, 295 Fifth Ave. New York, 
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Enamel Is Indestructible 

The gleam and beauty of Chal- 
lenger No. 800 series Semi-Heavy 
Duty and Bor-N-Set Nos. 100, 200 
and 300 series of latchsets and 
locksets are now protected by a 
new type of transparent enamel 
that is virtually indestructible, ac- 
cording to the manufacturers, A 


synthetic plastic product, the new 
enamel will withstand the effects of 
paint thinner, turpentine, cleaning 
solvent, gasoline, kerosene, alkali 
soap and other chemical compounds 
and solutions used for commercial 
and household purposes, The new 
enamel will not amber in continuous 
strong sunlight. The Challenger 
No. 800 Series of Latchsets and 
Locksets comprises 20 functional 
locks that meet virtually every 
building requirement where the 
construction budget does not war- 
rant use of expensive heavy duty 
units. Write Hollymade Manufac- 
turing Company, Dept. AL, 4865 
Exposition Blvd., Los Angeles 16, 
Calif. 
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Here’s big news in wall paneling! It’s Cedar- 
GIVES LUXURY LOOK TO LiviNc ROOM Ridge interior panel, beautiful parallel-line 

james design for use in any room in the house on walls, 
ceilings, cabinets, partitions, displays and cabinet 
doors. This panel is a rich red-brown natural cedar 
that harmonizes with almost any decoration or 
furniture. Ridge tops are machined to resist 
splintering and denting. Size 16” x 16” squares 
are easy to apply and may be used in natural 
surface or finished with paint, stain or lacquer. 


Cedar-Ridge is easy to sell because it is economi- 
cal and easy to apply. Send coupon for special 
Cedar-Ridge literature today. 


Sn ee ee ee ee ee 
: AETNA PLYWOOD & VENEER CO. } 
: 1732 N. Elston Avenue, Chicago 22, Illinois : 
: _ Please send me special Cedar-Ridge literature, with- 5 
« out obligation. ' 
t ' 
7 ' 
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Swedish Wood Chisel Gift Set 


Gensco Tool Division of General 
Steel Warehouse Co., Inc., has just 
announced the marketing of a new 
gift package of Gensco Swedish 
wood chisels. Three chisels, 1%”, 
34” and 1”, are packed in the dis- 
play box. These chisels have ma- 
chined TeniteII plastic handles 
which are unbreakable and not 
affected by hot or cold weather. 
The blades are protected by a soft 
plastic coating, designed to pre- 
vent rust and chipping of the blade 
before it reaches the customer’s 
hand. This protective coating can 
be peeled off easily when the tool 
is ready for use. Another new fea- 


ture recently added to Gensco Swed- 
ish wood chisels is the size marking 
stamped into the top of each handle. 
This feature enables a dealer to 
instantly select any one of the 11 
sizes (14” to 2” inclusive) carried 
in the line. These fine Swedish 
chisels are packed in a colorful 
metal edged box, ideal for year- 
round sales and counter display. 
For literature write Gensco Tool 
Division, General Steel Warehouse 
Co., Inc., Dept. AL, 1812 North 
Kostner Ave., Chicago 39, IIl. 





Maley Plywoods and Doors j 


Sixteen thousand five hundred 
architects will shortly receive two 


four-color catalogs, totaling 60 
pages, and telling virtually all 
there is to know about Malarkey 
Plywoods and Malarkey Doors, 
Verne Breitenbucher, vice-presi- 
dent of sales, announces, This is 
the first complete index of M and 





FLOORING? 


The Brand 
you want 
is 

L Dhan 


TAK ‘FLOORING 


P. O. Box 1449 





LOOKING FOR QUALITY OAK 









CARPENTER OAK FLOORING Co. 


906 North 40th Street 
BIRMINGHAM, ALABAMA 


Telephone 9-6147-8 











W. R. Wrape Stave Company — Industrial Lumber Company 
ate a. Arkansas 








Dixie Brand Oak eertes — Oak Dimension Stair Treads 
Oak Trim and Moulding 
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M Wood Working Company’s pivd- 
ucts to be published replete with 
brilliant color photographs. It is 
also available to distributors and 
others at $1.00 a copy. A feature 
of the plywood section of the c: ta- 
log is full page, full-color repro- 
ductions of the actual plywovods 
manufactured by Malarkey. In :d- 
dition to showing actual uses in 
home, farm, construction, commer- 
cial, industrial and marine fields. it 
gives a quantity of important facts. 
The door portion of the catalog 
shows 26 styles of interior and 
exterior doors with all pertinent 
information, and 12 garage door 
designs. 

It gives a run-down on door 
construction and results of Fir 
Door Institute Tests, information 
on proper fitting of hardware, 
recommended finishes, sizes, e- 
scription of FDI grading symbols 
and resin treatment and pre-fitting 
of doors. Write M and M Wood 
Working Company, Dept. AL, 2301 
“ Columbia Blvd., Portland 17, 

re. 





New Catalog of Metal Trims 


For usability and completeness, 
here is an excellent catalog in this 
class of trims—namely extruded 
aluminum alloy and rolled metal 
retaining shapes for use with all 
types of floor and wall coverings 
and other special applications. In 
addition to the extensive use of 
color in this catalog, several fea- 
tures contribute to its convenience 
of use. There is a general type- 
description on page 1; a miniature 
visual index of types’ on pages: 62 
and 63; and a complete numerical 
index by type number on page 64. 
For the uninitiated, pages 2 and 3 
show the basic classifications of 
types and the manner in which they 
are installed. In addition to this 
general -application information, 
there are further application illus- 
trations throughout the book in- 
cluding such especially descriptive 
pages as 44 and 45. For copy of 
catalog write the B & T Metals Co., 
Dept. AL, Columbus 16, Ohio. 
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301 RESOLITE offers endless possibilities to architec- 
17, tural treatment — interior or exterior — from the 
simple decorative or utility partition to portico 
covering and colorful building facing. Light panels, 
bar facings, screens, shower and toilet stalls, corri- 
dor partitions all are better when made of Reso- 
lite because Resolite is shatterproof, easy to keep 
clean and never needs refinishing. _ 














@ Cover and screen————"__"°. 
for home patio 









Six beautiful standard colors — with others avail- 
able — and a wide variety of form pattems and 
surface finishes, make Resolite easily adapted to 
any architectural or decorative motif in home, 
office or shop. Resolite is unequaled for skylight- 
ing because it materially reduces heat rays with 


1S little loss in light value. It diffuses light in all direc- 
ess, tions avoiding ‘the harsh contrast of sunshafts. 
this \ 

ided 

etal 


® Shelved partition 
for home or shop 


id 3 Resolite is made of stable polyester resins, rein- 

_ of forced with Fiberglas mat. It is unaffected by 

they weather extremes of heat, cold, moisture. It can 

this be worked with ordinary tools and skill. 

ion, 

Hus- Write for free literature, with complete information about RESOLITE. 
n- : : 

tive 

y_of RESO LITE Corporation 

Co., ZELIENOPLE, PA. 
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you don't have to “baby” 
D-P MILL-GLAZE! 


speeds work...saves worry 


D-P Mill-Glaze will not loosen its tight, positive grip even 
under rough and tumble treatment. Sets up quickly... 
withstands shocks and vibrations! You can begin at once 
to handle sash and doors. .. no costly delay! SPEED UP 
your delivery! INCREASE your SALES and PROFITS with 
D-P Mill-Glaze! 

RAKE IN EXTRA DOLLARS—carry the complete line of 
D-P Glazing Compounds, Caulking Compounds and Put- 
ties in consumer-sized packages. They sell! 


THE DICKS PONTIUS COMPANY 


oy Wake) pre) ile, 


Alexandria, Va. Decatur, Ga. 
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Truline Doors and Frames 

Easy installation is just one of 
the money-saving features of Tru- 
line aluminum doors and frames. 
Installed cost averages 2 complete 
installations of frames and doors 
per man hour. The doors won’t 
warp, sag, swell, shrink or splinter 
and no _ painting is necessary. 
Their smooth satin aluminum finish 
adds distinction to the modern 
home. If color change is desired, 
these doors and frames need no 
priming coat—another time—and 
money saver. Truline doors and 
frames are used with all types of 
construction: wood frame, con- 








crete, concrete block. Available 
door types include the standard 
flush door, the flush door with mail 
drop and door chime, and the flush 
door with mail drop, door chime and 
glass panel. Both exterior and in- 
terior doors are of flush construc- 
tion 1%,” thick. The door stiles 
are solid aluminum extruded sec- 
tions with integral provisions for 
interlocking hinges. Stiles are con- 
tinuously swaged to panels of the 
finest aluminum sheet. For de- 
scriptive literature write Hunter 
Douglas Corporation, Dept. AL, 
150 Broadway, New York 7, N. Y. 


New Household Material 


An unlimited number of uses, in- 
side and outside the home, are pos- 
sible with new No. 15-V, V-Lite, an 
all-purpose plastic household mate- 
rial now being marketed by Arvey 
Corporation, Chicago. The material 
is a heavy gauge sheet of plastic, 
crystal-clear, flexible, shatterproof, 
has excellent insulating qualities 
and is extremely tough. V-Lite can 
be depended upon in many situa- 
tions where glass is ordinarily 
used. Its light weight and flexibil- 
ity make it easy to handle and in- 
stall, and eliminate the expensive 
construction required to support 
glass panes. Ideal for use in sum- 
mer houses and cabins, under sky- 





lights, as panes in interior doors, 
and as winter protection over ii 
sect screens, V-Lite provides per 
fect transparency. It holds dow: 
fuel bills by retaining heat, an 
keeping out colds, drafts an 
weather. The versatile V-Lite ma 
terial is easily sewn or heat-seale: 
to form covers for furniture, au 
seats, shelves, electrical appliances, 
luggage, tennis racquets and couni- 
less other items. Write Arvey Co:- 
poration, Dept. AL, 3462 N. Kin- 
ball Ave., Chicago 18, IIl. 
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New Wardrobe Unit 


Here’s an ideal wardrobe com- 
posed of standard Bilt-Well Mul- 
tiple-Use Cabinet Units 36-WL, 
21-B2 and 36-L4. This combination 











SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 




















6 ins. 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 


Sales and Service in 


Principal Cities 





This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities — flooring, lath, cement — to proper height 
for loading materials into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins.; No. 16 elevates to 10 ft. 
Write for HANDIBELT Bulletin No. AL-72. 















RAVITY & POWER 
CONVEYORS 
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Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 


DRY SHEDS—Ample Storage Adjacent to Car- 


DRY LOADING DOCK—-Can Load 19 Cars 


THERE IS NEVER A LET DOWN 





Mills at Anderson & Canby, California 
Sales Office: Anderson, California 


sign. Capacity 1 million feet per 
charge. 


line Means Dry Lumber for you. 
Under Roof. Assures you quick 


Shipment Regardless of Weather. 


IN OUR QUALITY- 
PRECISION MANUFACTURE 





The Relph tt 


MITH 
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Choose the Ford flush door line! 
You'll see less sales resistance— 
more customer satisfaction and per- 
manent profits! 


Volume produced to sell at minimum 
cost, Ford doors are not only price 
leaders, but have these quality fea- 
tures as well: 


All-wood 7-ply construction—warpage 
limits within Bureau of Standards 
specifications — attractive 3-ply 1/20 
Birch veneers — two lock blocks — air 


Distributors—It costs nothing 


“Take the ling, 
of boost sales roristance 


y7F ORD FLUSH DOORS 
JZ SELL THEMSELVES 





vents top and bottom — exterior or 
interior models — Quality materials 
and workmanship throughout! 


Whether in homes, offices, hotels, 
schools or apartments, Ford doors not 
only look good, they are good. And 
theyre lowest in price! 


That’s why dealers and distributors 
everywhere have found that Ford 
flush doors practically sell themselves. 
You'll find that Ford doors will do the 
same for youl! 


to investigate! Write today 


for cgmplete information about Ford flush wood doors. 


Retailers—Ask us for the name of your nearest distributor. 


NORTHPORT erwusuwoop poor 







n- 


Northport, Michigan 
Phone 2322 











Reduce Delivery Costs 
and Speed up Deliveries YES 


= HORNER -@& 
FLOORS 
can take it! . 








SINCE 1918 





Under the punishing wheels of industrial trucks, 
HORNER Northern Michigan Hard Maple Flooring 
has the “give” that can take it! Tight grained, 
tough, non-splintering, it fights wear and tear — but 
is kind to the feet of workers. 


Unload a Load 
at a time 


Sell HORNER Flooring to your industrial accounts 
with confidence! Write or telephone (Houghton, 
Mich. 852) for details. 


HORNER FLOORING CO. gfe 
215 MAPLE AVE., DOLLAR BAY, MICH. I MFEMA} 


Two Hours 


Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Catalog and Prices 


The R=B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 





MANSY” 
| R | ) h the oldest 
name in 


Hardwood Flooring 
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of units is based on published data 
gathered from various surveys. Ac- 
cording to such authoritative in- 
formation, there shall be a mini- 
mum of four feet of closet space 
per person. The Bilt-Well Ward- 
robe Unit provides four feet nine 
inches of closet space. The wide 
drawers of 36-L4 accommodate per- 
sonal apparel which can be folded 
and placed flat. The short hanging 
space which 36-WL provides is very 
convenient for suits, blouses and 
jackets. The long hanging space 
which 21-B2 provides is perfect for 
dresses, overcoats and “tails.”” Write 
Carr, Adams & Collier Co., Dept. 
AL, Dubuque, Ia. 
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Arsco "'Do-All"’ Paint Roller 


The new “Do-All” Paint Roller 
Kit for the home contains: One 11” 
x15” leakproof steel paint tray; 
one combination paint mixing pad- 
dle and roller wiper; one 7” all- 
purpose paint roller with threaded 
handle. A novel feature is the Ex- 
tend-A-Handle. This is the usual 
standard roller handle—but has 
been drilled and threaded to re- 
ceive an ordinary threaded carpet 
sweeper or mop pole. With the ex- 
tension pole’ attached, it becomes a 
simple matter to paint walls right 
up to the ceilings, and the ceilings 
too, without any need for a ladder. 
The all-purpose “do-All” roller has 
a mohair wool cover which has been 
thoroughly tested and approved for 
all types of paints: oil base, water, 
or rubber base. The roller works on 
all surfaces—plaster, wood, cement, 
metal, etc. To change refills no 
screw drivers or pliers are needed 
-a handy wing nut is easily re- 
moved with the fingers. Included 
with the “Do-All” roller is a handy 
combination paint mixer paddle and 
roller cleaning tool. Write The 
American Products Co., Dept. AL, 
7’ Edson Ave., New York 69, 
N. Y. 
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New Wardrobe Unit 


A new-type wardrobe, keyed to 
homeowner demands for more wall 
space and more floor area, was re- 
rently presented by the Modern 
Glide Sliding Door Frame Com- 
pany. Featuring overhead storage 
space, the unit is designed specifi- 
cally for the new home market, 
particularly the smaller homes now 
being built. This wardrobe can 
also be an important asset in re- 
modeling programs. Like Modern 
Glide’s “In-the-Wall’ Rolling Doors 
and By-Passing Doors, the new 
wardrobe header will carry any 
type door the homeowner selects. 
This, too, is packaged knocked 
down, to reduce the dealer’s freight 
costs and inventory. All Modern 
Glide units can be sent in the 
package right to the job site, where 
they are easily assembled and in- 
stalled. Or they can be sent from 
shelf to job. Modern Glide ships to 
dealers and builders direct only. 
Write Modern Glide Sliding Door 
Frame Company, Dept. AL, 11690 
Cloverdale Ave., Detroit 4, Mich. 
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Platon Finish 

A selection of gloss, satin or flat 
finishes for wood are new features 
in the Platon line. Clear, gloss 
Platon, originally used as an indus- 
trial finish, has become popular for 





home use on floors, woodwork, 
tables, kitchen cabinets, etc. The 
new finishes have the same qualiiies 
and wear resistance of gloss finish 
Platon. Although it is not a varnish 
or a paint, the manufacturer claims 
it is being used to do the work of 
both and outlasts either. Platon is 
designed for finishing all types of 
wood surfaces, indoors or outdoors, 
It can be applied quickly with either 
a brush or a spray gun. During 
application, it is a thin, free-flow- 
ing liquid which penetrates deeply 
into hard or soft woods. It dries 
dust free in 20 minutes; sets into a 
tough surface that won’t crack, peel 
or chip. Floors finished with 
Platon are non-slip and require no 
waxing or scrubbing. Write Min- 
nesota Platon Corporation, Dept. 
AL, 1501 Highway +23 N.E., Pipe- 
stone, Minn, 





"Roto-Tray" Dishwasher 


This under-counter automatic 
dishwasher, the Model DW-24UC 
“Roto-Tray” Dishwasher _ intro- 
duced by the American Kitchens 
Division, Avco Manufacturing 
Corporation, loads easily from the 
front and will fit under any maple 
or vinyl counter top 24” wide, Out- 
standing feature of the new dish- 
washer is the ‘“Roto-Tray,” a re- 
volving upper rack which turns 
with the motion of the water to get 
every dish thoroughly clean. Front- 
opening permits the modern home- 
maker to enjoy extra working sur- 
face in her compact kitchen. ‘he 
new American Kitchens Roto-Tray 
Dishwasher is being backed with 
the greatest advertising, sales }/r0- 
motion, and merchandising push in 
the company’s history, according 
to a report by A. M. Bruninga, ad- 
vertising and sales promotion man- 
ager. A nation-wide advertis'ng 
program including newspapers, 
trade and consumer magazi''es, 
radio, television, motion pictures, 
and billboards will get under way 
in August and September. Write 
American Kitchens Division Dept. 
AL-4, Aveo Manufacturing Co: po- 
ration, Connersville, Ind. 


Cs 
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This Unique Hanger 
Piate Means You Can 
Install JIFFY-SET 

in 1/3 the time 


needed 


ADJUSTABLE 
HANGER 


BOLT for other 
Sliding Doors! 
FOUND ONLY in 


JIFFY-SET 


SLIDING DOORS 


One-third, yes one-third the time to install Jiffy-Set 
Sliding Doors. You save time, labor, money — and 
you get perfect operation for years to come. This is 
the reason— 


The hanger plate shown above eliminates scribing 
and cutting door. You merely give the adjustable 
hanger a turn... and the door is plumbed true to 
the face jamb! So simple a home-owner can install 
Jiffy-Set doors himself! 


Besides its lightning installation, the Jiffy-Set sliding 
door unit is designed for leadership in other ways. 
It's precision manufactured, and of quality materials 
throughout. It’s completely packaged, ready to in- 
stall, ready to last a lifetime! 

For the most in satisfaction inquire today about 
Jiffy-Set. Its installation time will amaze you, and its 
profits and performance are certain to please. 










LEADING 





OF DOOR 


THE SUNSET MANUFACTURING CO. 


414 E. California Ave. Bakersfield, Cal. 











ST in flooring 


Customers come back for more 
when you sell “Mt. Vernon’ 
Carefully kiln dried, 
manufactured, and graded, the 
Mt. Vernon brand is your best 








flooring. 


buy insurance. 


OAK e BEECH & PECAN 
HARDWOOD FLOORING 


Modern dry kilns, planing mill and 
oak flooring plant mean top quality. 


BAND SAWN HARDWOODS 
AVAILABLE 


Look for and write to: 








“= FLooRNe 





-MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alabama 
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(eo.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Télephone RAndolph 6-0540 








Steel K.D. Door Frame 


A new steel knock-down door 
frame that can be shipped and 
stored in one-fifth the space of ordi- 
nary one-piece welded frames, is 
assembled on the job in a matter of 
minutes with only a hammer. This 
new design consists of two _ indi- 
vidual jambs and a head that are 
joined together by the patented 
“Lok-Tite Mitere.” Special feature 
of the frame is that the jambs can 
be used for either left or right hand 
doors. All that has to be done is 
knock out provisions for the hinges 
and latch strike plates on the side 





desired. It comes complete with no 
mortise hinges, that are self gap- 
ping and self aligning. The special 
anchors enable the frame to be 
anchored in either wood, wood stud 
or masonry construction. in addi- 
tion the frame can accommodate 
two different thicknesses of doors, 
1°¢-inch or the 1*%4-inch. It has a 
modern 2-inch flush trim. All sec- 
tions of the frame are primed. 
Write Pioneer Steel Products Com- 
pany, Dept. AL, Mount Vernon, 
N. Y. 


Story of Mengel Doors 


Mengel’s new sound-slide film 
shows with actual photographs why 
Mengel Flush Doors “are stronger, 
lighter, more stable, more beauti- 
ful, and more economical in the 
long run!” It is instructive and en- 
tertaining. To have a showing be- 
fore your sales meeting, your deal- 
er association meeting, or even 
your local luncheon club, all you 
have to do is arrange the time and 
place with your Mengel District 
Sales Representative. He has the 
film—he has all the equipment—he 
has the time and the talent to make 
a wonderful presentation for you. 
Running time of the film is exactly 
20 minutes. Write the Mengel Com- 
pany, Plymouth Division AL, 
Louisville 1, Ky. 














Ever-Reddy Storm Window 
Skillful blending of old and new 
has resulted in The F. E. Schu- 
macher Company’s new Ever-Reddy 
storm window. To the versatile 
beauty of genuine kiln-dried red- 
wood has been added a special re- 
sistance treatment to moisture and 
dimensional variation. Manufac- 
tured from the experience of 60 
years quality craftsmanship, the 
Ever-Reddy is easily installed and 
will fit any standard opening with- 
out planing or trimming. Consists 





“Theres propit in the NEW VIEW 











DEALERSHIPS 





VI DIA. LIDING SASH CO. 7054 Laurel Canyon Bivd. * North Hollywood, Calif. 
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1». for goal 














It’s the fashion to capture the view. 
Whether your customers look out upon 
the sea, the mountains, the desert or their 
own gardens, you, as a dealer, can profit 
more (in cash and reputation) by taking 
a new view of your business potential | 
and selling Vista Sliding Glass Doors 
right now! Write for prices and discounts. 
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of ‘our sections . frame, two 
glass, one screen with rust-resistant 
cadnium-plate hardware through- 
out. Self-storing feature is also 
avin lable. An aggressive series of 
sales aids effectively pointing . up 
the convenience, efficiency and econ- 
om. of Ever-Reddy storm windows 
is :vailable for prompt shipment. 
The company also manufactures a 
complete line of ponderosa pine and 
redwood combination storm doors. 
For details regarding special mer- 
chandising plans on both combina- 
tion windows and doors, write The 
F. i. Schumacher Company, Dept. 
AL, Hartville, Ohio. 


Selck Offers New Sales Aids 


Walter B,. Selck and Co. an- 
nounces the availability of three 
new sales aids. An attractive, two- 
color envelope stuffer entitled 
“Permanent Sink Top Beauty,” 
contains drawings demonstrating 
application, pertinent technical in- 
formation, examples annd cut-a- 
way-views. The explanatory and de- 
scriptive matter has been handled 
in such a way as to be clearly un- 
derstood by even those with limited 
mechanical knowledge. The entire 
back panel was designed to ac- 
centuate the dealer or jobber’s im- 
print. Colorful easel backed coun- 
ter display cards, size 64% x 16, are 
also available. They feature a 
prominent reproduction of the 
Good Housekeeping Guaranty Seal, 
along with a reprint of one of the 
two current Hudee Sink Frame ads 
appearing in Good Housekeeping 
Mavazine. A counter card is avail- 
able for each ad. In addition, re- 
prints of Hudee Sink Frame ads 
in Good Housekeeping will be fur- 
nished on request. New reprints 
and counter display cards will be 
made available as new ads appear. 
Write Walter E. Selck and Co., 
Dept. AL, 225 W. Hubbard St., 
Chicago 10, Ill. 

















The Kaysto Combination 


The ‘“Kaysto” combination unit 
for casement windows of all types, 
Is custom-fitted by local distribu- 


Buitptnc Propucts MERCHANDISER 


tors and is adaptable to the many 
varieties of casement-type windows 
used by factories, commercial build- 
ings, hotels, hospitals, and other 
institutions. The Kaysto is_ in- 
stalled either on the inside or the 
outside of the regular prime win- 
dow and consists of sliding storm 
sash units and screen panels. On 
inside installations, access to the 
prime window is instant and easy, 
because of the sliding sash. Such 
an all-in-one installation means 
that the plant or institution can 
eliminate annual problems of 
changing storm windows and 
screens if this type of protection 


has been used before. Since Kaysto 
Units are aluminum there are no 
repairs or maintenance needed. 
Kaysto storm sash is self-weather- 
stripped and thus provides a com- 
plete insulating seal for the prime 
window. Alumatic also manufac- 
tures a complete line of aluminum 
combination windows of double 
hung design for the home and com- 
mercial building. Matching alumi- 
num combination doors and alumi- 
num screen doors for all types of 
buildings are also available. Write 
Alumatic Corporation of America, 
Dept. AL, 2081 South 56th St., 
Milwaukee 14, Wis. 





PHONE L.D.16 TWX 461 P.0. 





Southern PINE 
and HARDWOODS 


L.D.16 


URBANA, ARK. 








+0 URBANA, ARK. 


MILLS AT: SPRINGHILL, LA. — CALION, ARK. — URBANA, ARK. 
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NAMES IN THE NEWS 





Kinzua Celebrates Silver Anniversary 


American Lumberman_ is very 
pleased to carry in this issue a 20- 
page brochure featuring the 25th an- 
niversary of Kinzua Pine Mills Co., 
Kinzua, Ore. 

With the exception of short shut- 
downs for normal repairs and main- 
tenance, Kinzua has now operated 
continuously since its founding in 
1927. And over this entire time 
Kinzua has been a consistent Amer- 
ican Lumberman advertiser, aside 
from a brief three-month period of 
over-sold market conditions during 
World War ‘I. 

The Kinzua Pine Mills Co. has al- 
ways been a leader in the lumber 
industry. The Kinzua mill was one of 
the first ever built without the tradi- 
tional open lumber storage yard. It 
was designed to kiln dry 100% of 
its production directly from the saw. 
And from the beginning Kinzua 
“quality guaranteed” every foot of 
lumber that the firm sold. 

Kinzua was one of the first con- 
cerns to have its timberlands certi- 
fied as a tree farm by the Western 
Pine Association. Working towards 
a permanent industry the company 
today operates large acreages of tim- 
berland as a tree farm with cyclical 
harvesting. For many years Kinzua 
has emphasized close utilization of 
the log, obtaining as much _ usable 
product as possible from every tree 
cut. 

While progressive in forest man- 
agement and manufacturing methods, 
Kinzua has also focused particular 
attention on training its personnel to 
carry on the company’s traditions of 
customer service. The entire organi- 
zation is determined that when better 
lumber is produced, Kinzua will be 
producing it. ; 

We congratulate Kinzua on its an- 
niversary and wish the company con- 
tinued success. 


THE FIRST KINZUA AD in American 
Lumberman, greatly reduced in size, 
stated basic principles for lumber 
quality which still guide the organiza- 
tion. Note the spelling of Ponderosa 
Pine in ad at right. 





















— 


SMe n” 


Pondosa Pine 


MILL 


100% Kiln Dried 


The last word in modern sawmill construc- 
tion. Designed for economical operation and 
best possible machining. 


Every foot kiln dried in one of 
the most modern batteries of kilns 
now operating. 


As lumber leaves kilns it is unstacked and 
sorted in the rough, then taken by carrier to 
crane shed for storage until needed. All stock 
including commons is kept under cover—no 
lumber exposed to the weather. 


This new mill is located in the famous 
Eastern Oregon Pondosa Pine belt which is 
nationally known for its fine textured, soft, 
light-colored lumber. 

















We are specializing in Kiln Dried Pondosa 
Pine lumber and mouldings. Old,experienced 
operators with a new source of supply it will 
pay all buyers to get acquainted with. 


We shail welcome inquiries from thoroughly 
reliable distributors and dealers who would 
like to make a new, highly satisfactory con- 
nection. A real opportunity for the right firms. 


KINZUA 
Pine Mills Co. 


KINZUA , OREGON 


Eastern Sales Office 
122£.42"4st. New York City 


ANNUAL OUTPUT 
60,000,000 FEET. 





Davis Love Fair, Jr. Elected 
President of Fair Lumber Co. 


Davis Love Fair, Jr., was recently 
elected president of the D. L. Fair 
Lumber Company, Louisville, Miss., 
one of America’s largest manufac- 
turers of hardwood flooring and other 
lumber products. In succeeding his 
late father, young Fair steps into a 
job for which his background and 
training are well suited. He has 
served as vice-president of the com- 
pany since 1948. 

After graduating from Gulf Coast 
Military Academy at Gulfport in 1932, 
Mr. Fair entered the University of 
Mississippi where he was a member 
of Phi Delta Theta and ODK and 
was manager of the basketball team. 
He graduated in 1936. 
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The next four years were spent 
working in D. L. Fair Lumber Com- 
pany plants at Shuqualak, Bruce and 
Grenada. During this time he gained 
experience in selective cutting and 
forestry conservation practices and 
began the active rehabilitation of the 
company’s cut-over lands. He returned 
to the main plant at Louisville in 
1940. 

From 1942-46, Mr. Fair served in 
the United States Army Air Corps. 
He holds the rank of captain. 

Since his election as vice-president 
of the company in 1948, he has con- 
centrated on reforestration and the 
enlarging of the company’s timber 
reserves. It was this expansion in the 
company’s timber growth program 
that prompted D. L. Fair, Sr., to build 
for the future. Since the war, the 





Louisville plant has been greatly «n- 
larged and modernized and operations 
are geared on a long-time basis. 


Lewis Becomes President, 
Mt. Jefferson Lumber Co. 


Sidney B. Lewis resigned July °1, 
as vice-president and general mana- 
ger of the Willamette Valley Lum- 
ber Co. and the Willamette National 
Lumber Co. with plants at Dallas, 
Foster and Corvallis, Ore., to become 
president and general manager of the 
Mt. Jefferson Lumber Co. Ine. which 
operates mills at Lyons, Ore. He igs 
to be associated with Walter D. Mil'er 
in this operation. 

Prior to joining the Willameite 
organization in November 1945 Mr, 
Lewis was assistant manager of the 
Weyerhaeuser Timber Co. Longview 
Branch, Longview, Wash. Prior to 
that he was associated with his 
father, B. R. Lewis, in a lumber oper- 
ation at Clear Lake, Wash. 

Mr. Lewis has been actively asso- 
ciated with the West Coast lumber 
industry since World War I. He is 
also a former regent of the Univer- 
sity of Washington. His residence 
will be maintained in Salem, Ore. 


West Coast Lumberman 
Named to Chamber Board 


Corydon Wagner, chairman of the 
board, National Lumber Manufac- 
turers Association, has been named 
to represent the Natural Resources 
Department on the Board of Directors 
of the Chamber of Commerce of the 
United States. He fills the vacancy 
created in May by the death of Harry 
T. Kendall of the Weyerhaeuser Sales 
Company, St. Paul, Minn., elected to 
that post in 1951. 

Mr. Wagner has spent his entire 
career in the lumber business. Vice- 
president and treasurer of the St. 
Paul and Tacoma (Wash.) Lumber 
Company since 1933, he was president 
of NLMA last year. He has been as- 
sociated with the National for a num- 
ber of years, serving in 1942-43 as a 
regional vice-president and first vice- 
president in 1949. He is a past presi- 
dent of the West Coast Lumbermen’s 
Association, Portland, Ore., as well as 
the American Forest Products Indus- 
tries, Inc. He was also a trustee of 
AFPI from 1941 to 1947. 


Penn Metal Co. Opens 
New Washington Office 


Penn Metal Company, Inc., Boston, 
Mass. has announced the opening of 
new offices at 1025 Connecticut Ave- 
nue N. W., Washington, D. C., under 
the management of Cecil R. Cooley 
to cover the District of Columbia, 
Maryland, most of Virginia and part 
of West Virginia. 

Mr. Cooley joins Penn Metal Com- 
pany, Inc. with extensive experience 
in the building field as sales man- 
ager for the Vermiculite Products 
Corporation of Washington, D. C. 

As district manager for Penn Metal 
Company, Inc., Mr. Cooley will have 
charge of sales of Penmetal Laih 
and Accessories and also Penmetal 
Expanded Metal. 
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Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Entering Our Thirtieth Manufacturing Year 





Continuous Supply Still Available 


IMMEDIATE SHIPMENT 
Straight or Mixed Cars 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 














VEY GRADE ‘IS A 
Good GRADE 


The letters, MFMA, and the grade and the mill 
marks, on the under side of MFMA-graded 

STRAIG HT CARS Northern Hard Maple flooring, are your positive 
proof of three things: The wood is true as to 
MIXED CARS species (Acer Saccharum). It is accurate in dimen- 
. sion. It is correctly graded. These standards are 

upheld by strict, continuing, association in- 
= spection. When you sell an rade—First, 
including Lumber * leak Third, Sicnakeet tans ks Third-and- 


Better, you're delivering full-strength, full- 

Plywood, Doors wear, full-value flooring, because every grade is 

a good grade. And that’s certain-sure for MFMA- 

Prompt GS Dependable graded Beech and Birch, too. All three woods 

Shipment Values readily available. Check now with your handiest 
MFMA manufacturer. 


a TH E G R I SW 0 LD Lu M B E R F 0. 3 | MAPLE FLOORING MANUFACTURERS ASSOCIATION 


Manufacturers & Wholesale Distributors Suite 584, Pure Oil Bldg., 35 East Wacker Drive 
FAILING BUILDING PORTLAND 4, OREGON CHICAGO 1, ILLINOIS 
Telephone ATWATER 8319 











AFFILIATED Carlton Manufacturing Co. L. H. L. Lumber Corp. 
TON, 


Er FLOOR WITH ogee HARD MAPLE 


BEECH ANO L/KCH 
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HEADQUARTERS of Mauk-Seattle 
Lumber Co. 





PRESIDENT John S. Mauk 








CORNER of the reception room lead- 
ing into Mauk-Seattle’s new offices. 








SECTION of the main office. 


The Mauk-Seattle Lumber Co. in Washington 


For many years, Mauk-Seattle Lum- 
ber Co. kept to the traditional custom 
by maintaining its main office in the 
Metropolitan area of Seattle, Wash. 
With a continuously expanding or- 
ganization, it was both difficult and 
expensive to secure adequate office 
space. At various times the firm had 
offices scattered around different parts 
of the Skinner Building. 

Some months ago this problem was 
solved on a permanent basis. The 
company purchased a handsome one- 
story building with adequate space 
not only for working offices but for 
storage and coffee-rooms as well as 


adequate parking space for employes 
and visitors. 

Then an extensive remodeling job 
set them up, in a way to make every- 
one happy. The location is at the 
edge of a suburban business district, 
known as the University district be- 
cause it adjoins the campus of the 
University of Washington. 


Mauk-Seattle Lumber Co. and the 
C. A. Mauk Lumber Co., Toledo, 
Ohio, are joint publishers of the ex- 
tensively read “Mauk Talk,” which is 
running currently in American Lum- 
berman, also Wood & Wood Products. 








Yale L 


The contract to build the new Yale 
lock and builders hardware plant at 
Gallatin, Tenn., has been awarded by 
The Yale & Towne Manufacturing 
Company to R. C. Mathews, Contract- 
or, Inc., of Nashville, Tenn., and con- 
struction will be supervised by Marr 
and Holman, Nashville firm of archi- 
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ock and Builders' Hardware Plant 


tects and engineers, it was. announced 
by Gilbert W. Chapman, president of 
Yale & Towne. 

The new Yale & Towne plant is 
scheduled to be completed before the 
end of the year. It will be a one- 
story building with a floor area of 
approximately 75,000 square feet. 
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New Name: J.M.J. 


Industries, Inc. 


J.M.J. Industries, Inc., Belleville, 
Ill., formerly known as J.M.J. Prod- 
ucts Company, announces a chanve 
of the firm’s name, effective July 1, 
1952. The officers of the new corpor:- 
tion remain the same as those of the 
old company. T. J. Gundlach, presi- 
dent; J. J. Gundlach, vice-president 
and production manager; and T. !". 
Gundlach, vice-president and secr.- 
tary. 

J.M.J. Industries, Inc., will continue 
to manufacture its quality line «f 
plastic and metal wall tile cutters and 
resilient floor tile cutters. 


Kawneer Assumes Sales 
Activities of Hollobilt Co. 


L. J. Plym, president of the Kaw- 
neer Company, Niles, Mich., an- 
nounced the assumption of all sales 
activities of the Hollobilt Company, 
Los Angeles, Calif., by Kawneer. The 
change is a step in the consolidation 
of the two companies, both manufac- 
turers of architectural metal prod- 
ucts. 

The Kawneer Company purchased 
Hollobilt on September 20, 1950. No 
immediate change in the distribution 
plans of either company is expected. 
Estimating and customer service ac- 
tivities will be consolidated, with man- 
ufacturing to continue at the present 
Hollobilt plant. 


Macomb Wholesale 


Lumber Organized in Michigan 


The Macomb Wholesale Lumber Co. 
has been organized to serve south- 
eastern Michigan and the thumb area. 
The firm is located in Mt. Clemens, 
Mich., about 20 miles northeast of 
Detroit, and can serve all lumbermen 
located northeast from Mt. Clemens 
by saving them the trip to Detroit. 
Exact location (74 Floral Ave.) is 
on the Grand Trunk Railroad on a 
4%-acre tract of land with a 2-story 
lumber shed, 75 x 250 ft., with 750 
ft. of railroad siding. 


Three Certain-teed Plants 
Cited in Safety Campaign 


Three gypsum plants of Certain- 
teed Products Corporation, Ardmore, 
Pa., have been cited for their 195! 
safety records by the Gypsum Asso 
ciation, sponsor of an intensive cam 
paign to reduce lost-time accident 
in the industry for the past nine 
years. 

Certain - teed’s Acme, Tex., ani 
Grand Rapids, Mich., plants wer 
awarded first place among Class A 
and Class B producing plants. Th 
company’s Sigurd, Utah, plant re 
ceived a plaque for its safety per 
formance in Class C 

In winning top honors in Class A. 
employes at the Acme plant achieve: 
a plant rating of 3.23 lost-time in- 
juries for the year ending Decembe: 
31, 1951, while working more thai 
600,000 man-hours. The Grand Rap 
ids workers had a record of no lost 
time accidents during the same perio« 
to place first among plants working 


c 














$<HOOLS HOSPITALS ¢ INDUSTRIAL * COMMERCIAL 
. RESIDENTIAL * CONSTRUCTION ... 


Get the MOST for 
Your Building $$’s 


ONLY PULLMAN 


SASH BALANCES fikixcareey®: ae 
GIVE YOU ALL THESE FEATURES Spraying by Plane 


| Our Future Crop of Timber 
1. PERFECT BALANCE... window weight absolutely 


balanced 


2. EFFORTLESS ACTION .. . no weight to lift... | INSURANCE 


windows raise easily. 
3. LOW COST, EASY INSTALLATION .. . use | FOR YOUR FUTURE NEEDS OF 


regular pre-fabricated windows . . . a minimum of | @ HARDWOODS 
on-the-job carpentry work. | 





4. LIFETIME GUARANTEE ... @ WHITE PINE 
guaranteed against imperfect | @ HEMLOCK 


workmanship or materials for 


which they are installed. 
WRITE FOR LITERATURE 
inaniarroranae muy = MENOMINEE INDIAN MILLS 
MANUFACTURING CORPORATIC ia “+: > Neopit, Wisconsin 
whether habia “ Alr-dried QUALITY LUMBER  Kiln-dried 








PONDEROSA PINE 


Trade Mark High Altitude, Soft Textured Growth 
hy 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 


Registered 











TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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from 425,000 to 600,000 man-hours. 
Certain-teed workers at Sigurd also 
had no lost-time accidents during the 


twelve months of 1951. They were 
awarded second place among those 
plants working from 275,000 to 425,- 
000 man-hours during the campaign 
period, since another plant had a 
higher man-hour total in this classi- 
fication. 

In announcing results of its 1952 
safety campaign, the Gypsum Asso- 
ciation disclosed that the lost-time 
injury frequency rate in gypsum pro- 
ducing plants had dropped an all- 
time low of 12.88 million man-hours 
worked in 1951. 


Barrett Opens Research 
Laboratory at Edgewater, N. J. 

A new laboratory, specially de- 
signed to develop and test materials 
and processes used in the manufac- 
ture of insulating materials, paints 
and varnishes, paper, laminates, and 
a wide range of other products was 
opened in Edgewater, N. J., by Bar- 
rett Division, Allied Chemical & Dye 
Corporation. 

The laboratory is known as the 
Shadyside Applications Research Lab- 
oratory. D. A. Rankin is the super- 
intendent in charge. 

“Every effort has been made in the 
design and construction of the Appli- 
cations Research Laboratory,” a Bar- 
rett spokesman said, “to enable us 
to give maximum service to our cus- 
tomers, who, in turn, will be better 
able to serve the ultimate consumer.” 





NEWLY ELECT- 
ED officers of the 
Forest Products 
Research Society 
are (seated, left 
to right) Robert 
D. Pauley, presi- 
dent-elect; Ken- 
neth G. Chesley, 
president (suc- 
ceeding Roy M. 
Carter, back row 
left); and Lester 
J. Carr, vice-pres- 
ident. Board mem- 
bers include Moss = 
B. Christian sila 2 


(back row, second from left), Ray L. Shreck, W. Burdette Wilkins, J. 


Hall, and Fred R. Armbruster. 


Sixth Annual FPRS Meeting 


The Forest Products -Research So- 
ciety held its 6th Annual Meeting in 
Milwaukee, Wis., at the Schroeder 
Hotel, June 23-25. The three-day, 
nine-session meeting consisted prin- 
cipally of the reading of papers on 
technical aspects of millwork, lumber 
and wood products handling, furni- 
ture finishing, barking methods, fiber 
boards, housing and _ construction, 
veneer and plywoods, and forestry re- 
search and development. 

Among retailers present at the 
meeting were James E. Stewart, G. 
M. Stewart Lumber Co., Minneapolis, 
Minn., who read his paper on “Look- 
ing Ahead in the Package Handling 
of Lumber;” and T. Merritt Ludwig, 
executive vice-president, Merritt Lum- 








Alfred 


ber Yards, Inc., Reading, Pa., who 
read a paper on “Modern Handling in 
a Retail Lumber Yard.” 

When not attending sessions, FPRS 
members visited a prefab housing 
plant in Port Washington, Wis., saw 
the world famous FPRS Laboratory 
in nearby Madison, and were enter- 
tained by four of Milwaukee’s leading 
breweries. 

The technical program for the en- 
tire session was under the direction 
of Kenneth G. Chesley, research di- 
rector of the Crossett Lumber Co., 
Crossett, Ark., who also succeeded 
Roy M. Carter, North Carolina State 
College professor of forestry, as 
president of the FPRS for the coming 
year. 











Since 1895 


Manufacturers of Highest Quality 


Forest Products from 


IDAHO WHITE PINE » PONDERCSA PINE 
DOUGLAS FIR - LARCH > ENGELMANN SPRUCE 


J \ J. Neils Lumber Company 










SALES OFFICES: 








THE 






WHOLESALE 


Exclusive Sales Agents for 


(A WPA MILL) 


P. O. Box 2667 
Sacramento 






Sugar Pine 


BLACK <> DIAMOND 


CALIFORNIA LUMBER 


SOPER-WHEELER CO. SAWMILL 


MILLS: Libby & Troy, Montana; Klickitat, Washington 
New York, Chicago, Minneapolis 











e substantial cash dividends 

e trained engineers 

e more than 80 branch claim offices in U. S. 
and Canada 


—, 





White Fir 











LumbermensS (WU) MY 


Operating in New York state as (American) Lumbermens Mutual Casualty Company of Illinois 
James S. Kemper, chairman H.G. Kemper, president @ Mutual Insurance Building, Chicoge 40 


Calif. 








Douglas Fir 


Ponderosa Pine Redwood 
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ANACONDA 
COPPER 


MINING COMPANY 


Lumber Department 


BONNER 
MONTANA 

















HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH @® OAK 
STRIP @ BLOCK 
and 
HERRINGBONE 
FLOORING 


* 
BROOM HANDLES 
GRADED SAWDUST 


® 
High Grade Northern Hardwoods 
« 
Custom Kiln Drying 


Members: M. F. M. A. WN. H. L.A. WN. H. & H. OM. A. 


OCOnTO, WISCONSIN 


(SRR GARR << RC 


) . . 
BuitptInc Propucts MERCHANDISER 


of 


CUSTOM 
BUILT 


KITCHEN 


TOPS 


by BILT-RITE 


Priced right to give you 
good profit margin. 

Has the “quality-differ- 
ence to make satisfied 
customers. 

Furnished in a _ variety 
of Formica colors and 
patterns. 

Made accurately to the 
specifications you furnish. 
No stock — no invest- 
ment required. Bilt-Rite 
gives you sales assist- 
ance! 


BILT-RITE 


LINOLEUM PRODUCTS, INC. 


Sil WHITTIER STREET 
“4. ¥. 97, &. ¥. 











——~- in Building up Sales? 


THEN ORDER OUR TESTED 
52-WEEK NEWSPAPER CAMPAIGN 


BILLY BEAVER 


(TIPS FROM AN OLD BUILDER) 


SENT ON FREE 10-pay 


EXAMINATION OFFER 
COMPLETE COST $26.00 


@ “Billy Beaver’’ is a forceful newspaper advertising campaign 
repared with assistance of a successful building supply dealer. 


t covers all phases of your business. 


work and copy. Readers look for 
@ Price of ‘Billy Beaver’ 


similar services. 


choose. 


BRADHAM & COMPANY, Advertising 
Piedmont Building, Greensboro, N. C. 


Send me complete ' 


‘Billy Beaver" campaign consisting of attractively 
bound book containing 52 different ads plus 52 direct pressure mats. 
If | like it, | will send you check for $26.00 or return material within 


10 days after receipt. 


Name 


Ads contain smart art 
“Billy Beaver’ 
is but a fraction of that charged for 
Selling direct eliminates heavy selling costs. 
@ “Billy Beaver"’ is sold on exclusive basis to only one dealer 
in a town on “first come — first served’ basis. 
ads is two columns by 31/2 inches, but may be run larger if you 


every week. 


asic size of 





Company 





Street Address 





City 


State 





BRADHAM & CO., Advertising, GREENSBORO, N. C. 








- 
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Sterling Kitchens Features 
Chambers Ranges 


Pioneer kitchen designer, Miss Flor- 
ence Sterling, head of Sterling Kitchen 
Designers, Chicago, inspects the con- 
tents of a sauce pan in one of her 
Chicago showrooms displaying Ster- 
ling Kitchens and built-in cooking 
equipment of the Chambers Corpora- 
tion, Shelbyville, Ind., gas range 
manufacturers. This newest Sterling 
Kitchen cabinet design features pol- 
ished maple woods, with concealed 
hardware. The Chambers units in the 
display are the In-a-Wall oven and 
In-a-Top “drop-in” three-burner, both 
designed for counter-level, waist-high 
kitchen versatility. Chambers and 
Sterling have announced a joint dis- 
play and promotion campaign. 



































Correction: the above paint display 
area, which appeared on page 79 of 
the June 16, 1952 issue of AL&BPM, 
was incorrectly identified as being a 
part of the Lewers and Cooke store 
in Honolulu, T.H. It belongs rather 
to American Factors Ltd. in Honolulu. 


Advertising Award to 
National Lock 


National Lock Company, Rockford, 
Ill., manufacturer of an extensive 
line of hardware products, has re- 
cently been accorded outstanding 
recognition for an advertising cam- 
paign. 

In the 1952 National Industrial 
Advertising Association “Toppers” 
competition, the National Lock entry 
was one of three top winners in 
Classification 1. . . “Introduction of 
a New Product.” Embracing direct 
mail, packaging, newspaper, trade 
paper, consumer magazine advertis- 
ing, display and other elements of a 
well-rounded program, the National 
Lock campaign was designed to in- 
troduce National Lockset, a new door 
knob-lock ensemble for use in the 
home. 

Entries made by leading manu- 
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facturers from coast to coast totaled 
390. 

National Lock’s award-winning 
campaign was prepared under the 
direction of the company’s advertis- 
ing manager, H. M. Johnson. Hol- 
lingsworth and Collins, Rockford, IIl., 
is the National Lock advertising 
agency. 


Cleveland Lumber Firm Adopts 
Charge-Account Billing 


After a three-week test period, 
Sydney M. Better, president of the 
Great Lakes Lumber Company, Cleve- 
land, Ohio, announced that the prin- 
ciple of department-store charge ac- 
count billing for purchases of every- 
thing from brads to cottages has been 
adopted as a permanent policy of the 
firm. : 

Feeling that such a move would 
meet the need of homeowners to make 
repairs, remodel or undertake new 
construction and pay out of income 
rather than from savings, the charge 
account policy was instituted on a 
trial basis. 

“Apparently,” says Mr. Better, 
“this is what the lumber company 
customer has been waiting for— 
whether he has known it or not. We 
have been deluged with applications 
for the opening of charge accounts. 
A surprising number of the requests 
are by phone—and from persons who 
have never visited our yard.” 

Under the new policy, purchases 
may be charged for a period up to 
90 days without carrying charges. 
Longer term accounts continue to be 
available at the Great Lakes Lumber 
yard. 

The lumber company is convinced 





of the effectiveness of launching: in- 
novations in this generally tradition- 
bound industry. A year ago, to supply 
low-cost shelter on a no-mortyage 
basis, the company offered all neces- 
sary new materials, plus blueprints, 
to build a complete cottage shel! for 
as little as $550. In the last 12-month 
period, more than 250 of the cotiage 
packages have been purchased, and 
cottages built in a 50-mile radius of 
Cleveland. 


NBMDA Headquarters 
In Chicago 


The National 
Building Mate- 
rial Distributors 
Association 
opened new of- 
fices at 111 W. 
Washington St., 
Chicago 2, IIl., on 
June 1 and an- 
nounced the ap- 
pointment of 
S. M. Van Kirk as 
secretary man- S. M. Van Kirk 
ager. 

Formerly assistant manager of the 
Insulation Board Institute, Mr. Van 
Kirk attended [Illinois Institute of 
Technology and prior to World War 
II was in the sales department of 
United States Gypsum Company. 
Leaving the Corps of Engineers as 
a major in September, 1946, he be- 
came associated with the Insulation 
Board Institute, where he handled 
technical and promotional work for 
that group until the present time. 
His entire background has been in the 











Plan Service Moves Chicago Office 


The National Plan Service has re- 
cently occupied its new quarters at 
1700 West Hubbard St., Chicago 22, 
Ill. With a record of 40 years of serv- 


ice to lumber dealers, the firm }5 
deserving of its new location, whic: 15 
almost double the area previow-ly 
used. 
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English Type 


RAILand HURDLE | you sELL FENCE 
We Carry Inventory 


NCE Will ship, in your name, from i 
our Yards in Toledo and Wy 


West Virginia 








ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG Lire Stems || A ols He 


5G IN MG PONDEROSA PINE 
FIR AND LARCH 


YELLOW PINE 


BAND MILLS 














Lumber Corp., Carlton, Ore. \\ KILNS 
‘aie ASS 
We NORTH CAROLINA 


Douglas Fir 
J. HERBERT BATE CO., INC. 


A Sustained Yield Operation 30 CHURCH ST., NEW YORK 8,N.Y. 





PHONE: WORTH 4-6363. TELETYPE N. Y. 1-1098 
E. J. Linke, Pres. Guy Haynes, V. P. watulhite 
Graham Griswold, Secy. & Treas. 

















WESTERN 


SOUTHERN 
FOREST 
PRODUCTS 


DEPENDABLE 
SERVICE 
SINCE 1928 
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“ndward J. Koza Company 

= WHOLESALE LUMBER For over 23 years our Company has spe- 
S 1791 HOWARD STREET — CHICAGO 26, ILL. cialized in the manufacture of Oak Floor- 
Ps TELEPHONES: ROGERS PARK 4-7148 & 4-7149 ing. Our Ozark Brand Oak Flooring is 
made from selected stock, properly sea- 


CIRCULAR SAWS ag yes ego 
R E PA i R be D machine work unexcelled. 


Ozark Brand Oak Flooring is expertly 
graded in accordance with NOFMA grad- 








AFP ren. 





= 
foi 4 


Worn out Inserted Tooth Saws retoothed like new , 

to slightly less in diameter. eA — ing rules. 

: r ‘ % TRESS Try Ozark Brand 

Only genuine Simonds Bits and Shanks used. TEEN Oak Flooring 
. Pag: - You'll like it. 

Over 50 years’ experience 


J. H. MINER SAW MFG. COMPANY | [erie — ia 
Meridian, Miss. THE OZARK OAK FLOORING CO. 
The original Miner Service BISMARCK, 
Write for free Lumber & Log Scale — Dept. A MISSOURI ee 


Buitpinc Propucts MERCHANDISER 

















construction and 
field. 

Officers of the association for 1952 
are: John P. Ashton, Des Moines, 
Iowa, president; Art E. Lundgren, 
Tacoma, Wash., vice-president; Har- 
old W. Sparks, St. Louis, Mo., treas- 
urer. 

The board of directors include the 
officers and Spencer N. Havlick, Green 
Bay, Wis.; W. E.  Loefelmacher, 
Rockford, Ill., and Lee T. McCourt, 
Memphis, Tenn. 


building material 


Answers to What's 
Your Answer? 


Stop! Read questions on page 70 


1—Seven million homes. See p. 7 
for details. 

2—$1,395,000,000. See p. 7. 

3—Air-King Manufacturing Corp. 
See ad p. 11. 

4—Insulux’s new panel-vent offers 
ventilation without disrupting sym- 
metry of design. See ad p. 35. 

5—Aetna Plywood & Veneer Co. 
See ad p. 77. 

6—Ponderosa Pine Woodwork. 
Read about this new booklet in their 
ad p. 39. 

7—From Veach-May-Wilson, Inc., 
Alcoa, Tenn. See ad p. 76. 

8—Albinson Lumber Co., Worthing- 
ton, Minn., uses a calculator. See p. 
48. 

9—At the Von Tobel Lumber Co., 
Las Vegas, Nev. See p. 44. 

10—About 300. Read the complete 
Farm-in-a-Day story on p. 54. 


SELF-SERVICE SUPER MART 


(continued from page 46) 


2,5 and 10-pound bags; sample 
nails are placed in trays in 
front of each size package. The 
conventional rotary bins have 
been removed to the warehouse. 

In the new store layout, 
housewares were expanded to 
five tables. Von Tobel estimates 
that 90° of the houseware sales 
are self-service. The quality of 
the store’s housewares line was 
stepped up with the expanded 
display area of these goods. 

The remodeled store building 
is 80 feet deep and 86 feet wide. 
The 25-foot deep warehouse 
runs the entire length of the 
store. The building is a two- 
story steel-frame structure with 
acoustical plastered ceiling. The 
cement floor is covered with as- 
phalt tile. 

The sales area of the re- 
modeled store is four times as 
large as it was before. Because 
of the self-service feature, it has 
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not been necessary to increase 
personnel proportionately. 

“There is no question in my 
mind,” says Ed Von Tobel, Jr., 
“that if a store were to remain 
its same size, but merely change 
over to the self-service system, 
it would be able to handle con- 
siderably more customers with 
the same number of sales 
people.” 

Two parking lots are avail- 
able to Von Tobel customers. 
One is a 33-car lot just outside 
the store and another lot across 
the street. 

Although Von Tobel’s yard 
proper is operated convention- 
ally, plans are under way to re- 
model the lumber department 
which will be entirely separate 
from the super mart. Here, 
again, ticket figuring and book- 
keeping will be handled away 
from the display area, allowing 
the salesmen to concentrate 
their entire effort on selling. 


Ed Von Tobel, Jr. Says: 


“IT don’t believe anyone can help 
but increase his sales if he increases 
his sales area and the quality of his 
displays. 

“Whether housewares can be sold 
successfully depends primarily upon 
the number of customers, location of 
the store, parking facilities, type of 
advertising, etc. Merely to plan a 
table or two of housewares is not 
enough in my opinion. It either has 
to be done right or not at all.” 


Old-Time Subscriber:—The slogan of the 
Ed. Von Tobel Lumber Co. is "The Old 
Reliable"—since 1905. The company has 
been a subscriber to American Lumberman 
since the year it was founded. 


EASY POSTING AIDS 
COLLECTIONS 


(continued from page 50) 


checked against the distribu- 
tion sheet for accuracy. 

This double check on the ac- 
curacy of postings enables the 
operator to find mistakes im- 
mediately and correct them. 
Thus it is simple td make the 
books balance. With this sys- 
tem, Miss Herlein finds that she 
can maintain consistently per- 
fect accounts. 


After each invoice is posted, 
the individual customer’s sheet 
is dropped back into the loose 
seed book at the operator’s el- 

Ow. 





When the first of the menth 
comes around, it is a sinple 
matter to get out the st:ite. 
ments, since each customer's 
account has been automatic. lly 
totaled. This total is entered 
on a statement form and the 
duplicate invoices which \ ere 
previously filed by the us. 
tomer are clipped to the stte- 
ment. The customer, receiving 
his statement, nas his total ac- 
count and also a copy of the 
original invoices made wher: he 
purchased material. 

This system eliminates the 
many books and the endiess 
transfer by hand of figures, a 
frequent cause of errors. 


It has still another advan- 
tage. A customer who wishes 
to pay his bill in the middle of 
the month can do so without a 
mad rush on the part of the 
bookkeeper. For a glance at 
the customer’s individual ree- 
ord sheet gives the total of his 
bill through the previous day. 


FARM IN A DAY 


(continued from page 56) 


tion decking and roofing, com- 
pletely eliminating the need for 
additional roof materials. This 
is accomplished by overlapping 
the roof panels on the lower 
side in an effect similar to out- 
size shingles. The unpainted 
plastic face makes a permanent, 
durable surface for the roof. 


The best previous record for 
fast construction of a custom- 
built house is five days. Months 
of determined study went into 
the construction preparations 
of the Farm-in-a-Day. The 
building committee had to de- 
cide just when each board and 
nail was to be accessible at 4 
certain spot, who was to place 
it, and where. 


It was necessary, of course, t0 
place the foundation and con- 
crete floor in advance to give it 
time to cure. Also the well had 
to be dug and needed water and 
sewer pipe and power facil'ties 
installed in advance. 

The designers and sponsors 
of Farm-in-a-Day hope _ these 
buildings will help discou:ageé 
the erection of shacks, ga‘age 
houses and temporary dvell- 
ings which usually turn such 
new areas into eye sores. 


- 
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KIRBY | 


Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 





"A Wood for Every Purpose" 








<IRBY BUILDING HOUSTON, TEXAS 





"Is it as Good as Kirby's?” 
————————— 














ALIFORNIA 


SUGAR & WESTERN 


PINE AGENCY, INC. 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


=UGAR Selects and 
PINE -.,.., 


California Ponderosa Pine 
Mouldings and Cut Stock 


Sugar Pine Specialists.for 45 Years 


Pattern Lumber 
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ROBIN HOOD brand 
OAK FLOORING hy 


Robin Hood is a brand of Oak Flooring that is making a 
name for itself. It is pleasing customers everywhere. Robin 
Hood Brand is well-manufactured from fine, soft-textured, 
kiln dried Oak stock. Graded in accordance with NOFMA 
exacting standards. Note the nail groove for easy laying. 
The center support assures a smooth, even floor. 


We are also wholesalers of Southern Yellow Pine, Hardwoods 
and Tidewater Red Cypress. wciasd us on your require- 
ments 


A © ie UMBER COMPANY es) 


Sole Distributors of Robin Hood Brand Oak Flooring 
Summerville, South Carolina 
Phone 8212-3 ©. Box 903 
Manufactured by Meridian Wood Products 


Corp., Meridian, Miss. Carolina Hardwood 
Flooring Corp., Summerville, South Carolina 


[a-ROBIN HOOD BRAND OAK. FLOORING —> 
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classified 
advertising ... 


. is the quick, economical way to find what 
you’re looking for. Check the classified pages each 
and every issue—you’ll find column after column 
offering real business opportunities. 


. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Every other 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 
issue. 








AUTOMATIC 
GAUGE 


TANNEWITZ 


for Swing Saws 


SAVE 


30 Days Free Trial 


$30 te $50 A MONTH 
im LUMBI® ANO LABO8 


ORDER NOW Of SEND FOR 
CIRCULAR 


———— 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGAN 


ILDING Propucts MERCHANDISER 
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CERTIFIED / 


© 


Manufacturers of Band Sawn 


NORTH CAROLINA PINE 
SOUTHERN HARDWOODS 


CYPRESS 


END-MATCHED 
PINE, OAK, MAPLE and GUM. 
FLOORING 


Mixed cars 
mouldings. 
flooring. base- 
board casing, 
finish stock, 
sheatbing, 
boards. dimen- 
sion, etc 





MELEY, SOUTH CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 
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COMPANIES ANNOUNCE 


James S. 
was named gen- 
eral sales man- 
ager, Minnesota 
Paints, Ine., Val- 
entine Wurtele, 
company presi- 
dent announced. 
Mr. Begg went to 
Minneapolis 


Begg 


from Minnesot» 
Paints branch of- 
fice and factory 
at Fort Wayne where he served 
as district sales manager. Previ- 


ous to joining the Minneapolis 
firm he had been with the Sherwin- 
Williams Co. for 15 years in various 
executive capacities. In 1940 he be- 
came a branch manager at Cleveland, 
Ohio. He held this position until 
1944 at which time he was made sales 
manager of the paint company’s 
northern Ohio division. In 1946 Mr. 
Begg became an assistant executive 
of sales to Dr. N. E. Van Stone, vice- 
president in charge of institutional 
sales of Sherwin-Will'ams. From 1948 
until 1951 he was manager of 
the Chicago-Southern Wisconsin divi- 
sion. 


Tt 
s2aies 


Wm. H. March 
has been appoint- 
ed sales manager 
for Ideal Brass 
Works, Ine., St. 
Paul, Minn., it 
was announced by 
B. A. Quinn, pres- 
ident. Mr. March 
has been associ- 
ated with Yale & 
Towne Mfg. Co. 
for the past 21 
years. Prior to this he was associated 
with Russell & Erwin Mfe. Co., P & F 
Corbin and the W. E. Huffaker Hdwe. 
Co. Mr. March is a charter member 
of the American Society of Architez- 
tural Hardware Consultants. 


George O. Biscomb has been ap- 
pointed sales manager of Mansfield 
Hardwood Lumber Company, Shreve- 
port, La., manufacturers of yellow 
rine and hardwood. He was former- 
Jy sales manager of Shreveport Lum- 
ber Sales. 


Stanley S. Sperry is now associated 
with Bowden-Delzell Lumber Com- 
pany, Inc., Manhasset, L. I., N. Y., 
as executive vice-president. Mr. Sper- 
ry was formerly with the J. C. Turner 
Lumber Co. 


C. Hager & Sons Hinge Manu- 
facturing Company, St. Louis, has an- 
nounced the appointment of Arthur 
H. Campbell, formerly Hager archi- 
tectural representative, to the new 
post of eastern sales manager, with 
headquarters at 10 Murray St., New 
York City. Hager’s Eastern Division 
comprises New York, New Jersey, 
Maine, New Hampshire, Vermont, 
Massachusetts, Connecticut, Rhode 
Island, Virginia and West Virginia, 
the Washington, D. C. area, Delaware, 
Maryland, North and South Carolina, 
Georgia and Florida. 
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Classified 
Advertising 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts o: special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. 
No agency commission o: cash discount 
allowed. 
Terms — Cash With Orde: 
Minimum Charge $2.00 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


GENERAL SALES MANAGER 

One of the largest manufacturers in the 
building products field seeks an experienced, 
top-notch general sales manager with par- 
ticular knowledge of aluminum building 
products. Must know manufacturing process- 
es, be familiar with design, have thorough 
knowledge of construction and be sufficiently 
familiar with architects and contractors to di- 
rect and manage a Sales Department with 
different sales divisions that sell to different 
classes of the trade. Exnerience in the alu- 
minum or wood window field will be to your 
advantage but not entirely essential. Salary 
will be subject to your qualifications and 
background in the $15,000-$18,000 bracket. 
Full details, background and a photo if avail- 
able in your first letter. Our staff knows of 
this offer, so all replies will be strictly con- 
fidential. Write Box Z-54, American Lumber- 
man, Inc. 











WANTED: In our General Office in Dubuque, 
Iowa, a draftsman competent to take off com- 
plete material lists. specifications, draw plans. 
etc. SPAHN & ROSE LUMBER CO., Dubuque, 


Iowa. 


A CHANGE? Then why trust to luck in lo- 
cating your new position? Let us tell you 
about our service which is an economical, 
effective and confidential method of opening 
the door of opportunity with the right em- 
ployer. We can help you locally or at distant 
points. Full details without obligation. HINES 
EXECUTIVE SERVICE, 5355 W. North Ave., 
Chicago 39, Illinois. 





OFFICE SALESMAN—Needed by large West- 
ern Lumber Manufacturer and Wholesaler to 
assist sales manager. Must be experienced, 
under 40, good sales ability, some acquaint- 
ance with retail dealers. aliens opportu- 
nity and compensation. Full time in Chicago 
office. Address Box Z-38, American Lumber- 
man, Inc. 





Production Engineer—to supervise changes in 
equipment and methods in a wood mill opera- 
tion using heavy stock. Will interview qual- 
ified applicants—state experience, training and 
age. Address Box Z-40, American Lumber- 
man, Inc. 


Estimator and Biller 
With some knowledge of detailing wanted by 
large Midwest millwork manufacturer. Give 
complete information concerning educational 
background, experience, if any, and avail- 
ability. Address Box Z-32, American Lumber- 
man, Inc. 


Wanted: By old, established New York State 
yard, handling New York and Pennsylvania 
hardwoods, highly competent assistant man- 
ager to take complete charge as soon as 
capable. Must be ‘Al’ inspector and fully 
competent to handle men in yard. Also, must 
be “Al’’ salesman and buyer, good corres- 
pondent and office man—in fact, a general 
utility man. Address Box Z-44, American Lum- 
merman, Inc. 

Wanted—Planer and Moulder operator for 
small yard in eastern North Carolina. Job 
now open. If interested, state salary required 
and past experience. Address Box Z-45, Amer- 
ican Lumberman, Inc. 


Wanted—Detailer and Biller for special mill- 
work. One who can make shop drawings 
and material lists from architect's plans. 
Give complete information regarding ability, 
salary and availability when replying. Loca- 
tion Ohio. Address Box Z-46, American Lum- 
berman, Inc. 





Sales Manager—Capable and experienced. 
Must be able to stimulate and supervise sales 
and salesmen. Excellent opportunity for the 
right man with this National Organization, 
new in the Chicago Area. Address Box Z-42, 
American Lumberman, Inc. 


July 28 





HELP WANTED 


WOOD WINDOW SALES MANAGER 
Manufacturer of wood windows seeks to 
drawer sales manager for wood window qj. 
vision. Must be man whose experience has 
been in managerial capacity for manufac. 
turer selling windows on a_ nationa! scale, 
preferably on K.D. Basis. Must hav» thor. 
ough and familiar general knowledge oj 
wood windows and wood millwork products; 
have established and recognized following 





among the major wood window obbers 
throughout the country. The man we are 
looking for must be able to direct entire 


sales program, and be capable of building 
qualified sales staff. Our staff knows of this 
ad, so all replies will be strictly confidential, 
Salary will be open subiect to applicant's 
background and qualifications, $9,000-$12,000 
bracket. Send full detailed information and 
photo, if available, in first letter. Write Box 
Z-53, American Lumberman, Inc. 








WANTED—Aggressive young men with retail 
lumber experience. Positions open for man. 
agers and assistant managers. Lumbe: yards 
in Kansas and Oklahoma. Address Box 2-33, 
American Lumberman, Inc. 





Capable yard foreman, 
edge of soft-wood gradings. Good dis- 
ciplinarian. Top pay, Southern Michigan, 
Address Box Z-39, American Lumberman, Ine, 


supervisor. Knowl- 





Wanted—experienced salesmen to sell to re- 
tail yards. Address Box Z-52, American Lum. 
berman, Inc. 


SITUATIONS WANTED 


MILLWORK-DETAILING 
Let a group of experienced millwork detail- 
ers with 30 years experience, commercial and 
residential, do your detailing. Cost reason- 
able. Results guaranteed. Address Box V-7I, 
American Lumberman, Inc. 


-——-—+ 











Millwork — Lumber Estimator—Biller—Detailer 
—Service Work. Detroit area experience. 


Competent estimator with excellent record 
both stock and special woodwork, desires 
change to permanent position. Address Box 
Z-22, American Lumberman, Inc. 








Lumber Inspector, wide experience, grades, 
manufacture and shipping. West Coast 
Species. Furniture. Some Hardwood. Seeks 
buying position with reliable wholesale firm. 
Have some good connections. Address Box 
Y-26, American Lumberman, Inc. 


MR. EMPLOYER: WHY BEAT YOUR BRAINS 
OUT HUNTING QUALIFIED HELP? We are 
experienced lumbermen and speak your lan- 
guage so register your needs with us and 
let us find the men, screen them and check 
their references. No charge to you unless 
you want to help the successful applicant. 
HINES EXECUTIVE SERVICE, 5355 W. North 
Avenue, Chicago 39, Ill. 








Retail Lumberman—Six and one half years 
experience in all phases of the retail lumber 
business. Desire assistant manager large 
yard or manager small yard. Prefer Cali- 
fornia or West Coast State. Address Box 
Z-47, American Lumberman, Inc. 





EXPERIENCED IN LUMBER AND PLYWOOD 

Have varied qualifications to fulfill :espon- 
sible office position for wholesaler o: distr- 
buting acdlenan operator in Chicago. Age 
47, married. Address 
Lumberman, Inc. 


SALES REPRESENTATION 
AVAILABLE 


Additional volume lines desired by mcnufac- 
turers representatives with main office : 
ton. We cover New England and offer s 
experienced coverage to Building Supp!y a 
Hardware Wholesalers, and umber and 
Building Supply retailers. Address Bo 
American Lumberman, Inc. 


Box Z-55. American 








—_—— 








Texas Manufacturer's Agency with 35 estab- 
lished wholesale building material ac 
who merchandise through retail lumb:«r and 


building specialty accounts desires an addi 
tional volume line by substantial mcoufac 
turer. 

Inc., Houston, Texas 


A. J. Johnson & Co., 
P. O. Box 193, Bellaire, 


Manufacturers Representatives with ofice ™ 
Kansas _ City, issouri desires add tional 
volume lines which can be sold to Building 
Supply Dealers, Lumber Yards, Indu:trials, 
Contractors, Municipalities and Stat: 
County Highway Departments. We offer 
experienced coverage in Missouri, Kansds. 
lowa and Nebraska. Address Box Z-48, Amer 
ican Lumberman, Inc. 


Texas 
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